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Nat Boworrcu was a Salem boy, and he had the quiet 


habit of independence. 
He taught himself Latin, so he could read Newton's 
Principia, the most advanced book on mathematics 
of the day. And he found an error in it. 
He studied the stars, and the tides, and the dark ways of 
the sea. And one Christmas night, in a blinding snowstorm, 
he sailed his ship straight to its Salem wharf as calmly 
as if the sun were shining. 
He read the standard books on navigation, and in the best 
of them he found 8,000 errors. So he wrote his own book, 
and called it The New American Practical Navigator. 
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He slew the biggest monster of the sea 
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It made American ships the fastest and safest on M 
ill study this book 


the seas. Ambitious young seamen st 

in their bunks. 

Today the seas are safer, and the monster of ignorance is 

dead... because Nat Bowditch was a Salem boy with 

the quiet habit of independence. 

We Americans who don't get into the history books have 

the habit of independence, too. 
We work out our own 

al independence through 

institution. 

reliant people. 


We make up our own minds. 
futures. We safeguard our financi: 








life insurance, a typically American i 
This is the way of a proud and self- 
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DEBT COMMITTEE TAKES STAND 

































o Size Is Big 


Today’s economic conditions demand 
hat government expenditures be reso- 
lutely cut “to a point which will make 
possible both debt reduction and tax re- 
duction,’ the committee on public debt 
policy finds in a study of national debt 
Lnd budget. Declaring high taxes to be 
one of the greatest handicaps to enter- 
prise and the nation’s dynamic growth, 
the committee calls for a revenue sys- 
tem sufficient to meet the huge budget 
and pare the debt, while leaving room 
for a flourishing economy under which 
the debt burden may be carried more 
easily. The present tax scale, the com- 
mittee asserts, exacts “heavy and in- 
creasing penalties upon those who make 
the extra effort, take the extra risk and 
assume extra responsibility.” 

The study is the work of Benjamin U. 
Ratchford of Duke University. The 
committee includes numerous insurance 
executives. 

“A policy of debt reduction is de- 
sirable,” according to the committee, 
“because (1) the increase in debt has 
involved a great expansion in the money 
supply, which constitutes a danger 
whenever the psychology of the people 
becomes inflationary; (2) the size of the 
debt and its service restricts the freedom 
of the treasury and the federal reserve 
system in their credit policies; (3) a 
large debt makes mistakes in debt man- 
agement more serious; (4) the greater 
the debt and its service, the more for- 
midable the problem of financing some 
future emergency without acute mone- 
tary disturbances.” 


Government Out of Control 


The present government structure, in 
the opinion of the committee, is so vast 
and complex that the organization itself 
is Out of contro] and the whole mech- 
anism calls for streamlining; but econo- 
ies will require careful discrimination 
to avoid impairing essential services, 
‘particularly those which have neither 
dramatic public appeal nor any lobby 
to support them.” What can be done 
this year is viewed by the committee 
only as an initial approach to the prob- 
lem, since a vigorous continuing effort 
will be needed to bring government 
spending down to reasonable size. 

The committee believes that sub- 
tantial savings will require a reconsid- 
tration of broad policies for which Con- 
gress is largely responsible. With re- 
spect to military expenditures, the ques- 
lon is raised whether these policies have 
been adjusted to the new _ scientific 
ethods of warfare or whether we are 
pending for weapons, equipment and 
raining already obsolete. 


ob-Payments Inconsistent? 


Regarding the large expenditures for 
eterans, the committee believes that 
Payments totalling $1 billion in the past 
year for veterans’ unemployment allow- 
AnCes at a time of widespread labor 
shortages calls for a reexamination of 
€ legislation and the administrative 
policies under which the payments were 
ade. Similarly, the fact that/two-thirds 
pt the cases being treated in veterans’ 
Ospitals represent non-service disabil- 
hes raises a question of major policy. 

Another policy said to need reexami- 
ation is the timing of public works and 
Tojects for development of transporta- 
‘on and communication and natural re- 
ources. “In a period when inflation is 
menace,” the committee asserts, “these 
projects should surely be deferred to a 
bay when such spending can be made an 
id to economic stability, rather than 
dding to the inflationary pressure.” 

Cutting the budget,” the committee 





































utting Government Down 


Need of Day 


concludes, “is essentially a political as 
well as an economic problem. Success 
will depend on the reaction of the peo- 
ple. Every cut in the budget hurts or 
inconveniences someone or some group, 
which puts up a fight against that par- 
ticular form of retrenchment, A success- 
ful long-term program of government 
efficiency and reduction of unnecessary 
costs involves public education and pub- 
lic support for sound policies. 

“Thus, the problem of reducing gov- 
ernment costs is not easy nor simple 
nor can it be quickly solved. It will 
call for a continued and vigorous effort 
in which the administration, Congress 
and the people are united in their deter- 
mination to bring our government to a 
higher measure of efficiency, so it may 
serve the people more adequately and 
at the same time will not be so expen- 
sive as to interfere with the country’s 
well-being and retard its dynamic 
growth.” 





Nevada, Los Angeles 
Lead June Sales 


Nevada, Wyoming, Idaho, ‘Oregon, 
Montana and Louisiana were the only 
states to report an increase in ordinary 
sales in June, according to Life Insurance 
Agency Management Assn. The na- 
tional aggregate of ordinary decreased 
11% with state experience varying from 
a gain of 36% in Nevada to a decrease 
of 31% in New Hampshire. 

For the first six months with national 
ordinary business off 5%, 14 states 
showed increases, 2 were unchanged and 
the balance showed declines ranging 
to an extreme of 13% in Kentucky, 
Massachusetts and New York. 

Among the large cities Los Angeles 
made the best showing for June with 
a loss of only 6%, with Boston second, 
down 9%. Los Angeles also had the 
best record for the six months with a 
loss of 3%. The leading cities were 
reported as follows: 

June First Six Months 


Change Change 

1947 from 1947 from 
1946 1946 
Boston —9 — 7 
Chicago —17 — 6 
Cleveland —20 —9 
Detroit —10 —s8 
Los Angeles — 6 —3 
New York City —18 —16 
Philadelphia —19 —14 
St. Louis —16 —10 





New Boston Directory 


Copies of the new 1947 Boston Insur- 
ance Telephone Directory are being 
mailed by the National Underwriter 
Company this week. The 84 page book 
lists Boston fire, casualty and life offices 
alphabetically with their phone numbers 
and is a useful and handy reference. 
Similar directories are published by the 
National Underwriter Company for Bal- 
timore, Dallas, Chicago, Detroit, Hous- 
ton, Philadelphia, Pittsburgh and Wash- 
ington. Additional copies -may be 
obtained from the Boston office of the 
National Underwriter Company, 210 
Lincoln Street, Liberty 1402, or the 
Cincinnati office, 420 East Fourth street, 
at $1 per copy. 


Campaign for Cadigan 

Agents of New World Life conducted 
a special campaign in July, his natal 
month, as a testimonial to John J. Cadi- 
gan, the company’s 81-year-old presi- 
dent, whose looks belie his years. 


Income Use of 
Benetits Reached 
New High in ‘46 


The proportion of life insurance bene- 
fits used to set up continuing income 
plans under ordinary and group endow- 
ment and death settlements reached a 
new high of 44% during 1946, according 
to the Institute of Life Insurance. This 
continues a progressive trend. As re- 
cently as 1930, only 10%. of the benefits 
were used for income plans and in 1920 
only 5% were so employed. 

The 1946 aggregate set aside for fu- 
ture income payments was $586 million, 
compared with $545 million in 1945. The 
total of such funds left with the com- 
panies for payment under these plans 
now amounts to $3 billion $800 million, 
an increase of $1 billion $300 million in 
three years. 

Income payments to families from 
these funds increased to $346 million in 





1946, compared with $301 million in 
1945. 5; . 
“The rise in use of life insurance 


benefits for income plans is a demon- 
stration of the extent to which American 
families are now planning their protec- 
tion programs,” the Institute commented. 
“As recently as 1930, only 10% of the 
then smaller benefit payments were used 
for income plans and in 1920 the per- 
centage was only about 5%. The 1946 
aggregate of $586 million used in this 
way compares with only about $93 
million in 1930 and $19 million in 1920. 
Careful family financial planning has 
built up a huge reserve of benefit funds 
for future planned income use, already 
$3 billion $800 million and growing an- 
nually. 


Integral Part of Planning 


“Income use of life insurance, making 
it an integral part of family financial 
planning, has largely been a development 
of the present generation, with the life 
insurance agents of the country making 
a major contribution to this orderly 
planning of family programs. Through 
their efforts millions of planned pro- 
grams have been set up which will ma- 
ture in the future. There will always be 
a need for some policies to be paid in 
cash for immediate expenses, but for 
the basic protection needs — funds for 
maintaining homes and keeping fami- 
lies together over the years —the income 
plan has come to be one of the valu- 
able elements of life insurance. 

“The use of benefit payments in this 
way is also an anti-inflationary factor, 
helping to hold back large sumes from 
current spending and building up fu- 
ture purchasing power as a stabilizing 
force.” 


Prudential Launches New 
Agency at Grand Rapids 


Prudential has established a new or- 
dinary agency at Grand Rapids to cover 
western Michigan including such cen- 
ters as Jackson, Lansing, Traverse City, 
Dowagiac, Battle Creek and Muskegon. 

Raymond S. Maechtel, who has been 
a life insurance man 25 years and is a 
C.L.U. has been named manager. The 
agency will be located in the Keeler 
building. 

During recent months, Mr. Maechtel 
has served as assistant manager of the 
Detroit agency and prior to that had 
been in New York. 

Opening of an office at Lubbock, Tex., 
is announced by Prudential. It will 
operate as a branch of the Fort Worth 
agency. William A. Ricketts, assistant 
manager, will be in charge at Lubbock. 

Mr. Ricketts, prior to joining Pru- 
dential, served as assistant industrial 
relations manager for Curtis Wright 
Aircraft Co. at St. Louis. 





Further Boston 
Program Details 
Are Announced 


Boston U. President Is 
C.L.U. Speaker—Women’s 
Features Arranged 


Daniel L. Marsh, president of Boston 
University since 1926 and a distinguished 
leader in education and civic movements, 
will make the conferment address to the 
C.L.U. class at the joint dinner of 
American College and American Society 
of Chartered Life Underwriters to be 
held at Boston Sept. 9, as a part of the 
convention of National Assn. of Life 
Underwriters. 

Dr. Marsh is a director of John Han- 
cock Mutual, chairman of Presbyterian 
Fund for Life Insurance and president 
of the board of trustees of Massachu- 
setts State Library. 

He is the author of numerous books 
and other publications, including “The 
American Canon,” “The Faith of the 
People’s Poet,” “The Youth of Amer- 
ica.” 


Complete Women’s Program 


Six women agents and Mrs. Max 
Robert Ulin, who is well posted on for- 
eign and international relations, will 
address the morning and luncheon 
women underwriters’ session to be held 
at Boston Sept. 11. ; 

Mrs. Ulin will address the closing 
luncheon session. She is a former chair- 
man of the department of international 
relations of Massachusetts Federation 
of Women’s Clubs, and a past-president 
of Boston City Assn. of Organizations. 

The six women who will address the 
morning session are Elsie Doyle, Union 
Central, Cincinnati; Eleanore J. Greene, 
Beneficial Life, Walnut Park, Cal.; Wan- 
nifred Pickering, Canada Life, Toronto; 
Hazel B. Price, supervisor Union Mu- 
tual, Pittsburgh; Vera Sundelson, as- 
sociate general agent Equitable Society, 
New York, and J. Jean Whitfield, New 
York Life, Cleveland. 

Louise Scott Konsberg, Massachu- 
setts Mutual, Chicago, will act as mod- 
erator. 


Mrs. Joseph Presides 


The session will be opened by Lillian 
L. Joseph, Home Life, New York, chair- 
man of the N.A.L.U. committee on 
women underwriters, who will make her 
annual report to the women and intro- 
duce Florence S. Johnson, Equitable So- 
ciety, program chairman of the session. 
Mrs. Joseph will likewise preside at the 
luncheon session. : 

Elsie Doyle joined Union Central in 
1940. At one time she was secretary 
to the governor of Kentucky. She has 
been twice a quarter million dollar pro- 
ducer and currently is a half million 
dollar club member of Union Central. 


Mrs. Greene Popular Speaker 

Mrs. Greene entered life insurance 
three years ago, and has become well 
established. She attended Brigham 
Young University and University .of 
California. She has appeared on several] 
life insurance platforms on the coast. 

Mrs. Pickering joined Canada Life 
in 1942 and during each of the next four 
years she qualified for the senior pro- 
duction club. In 1945 she was joint 
ladies vice-president of the President’s 

(CONTINUED ON PAGE 20) 
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Deferred 1 Compensation 
Plans Open New Vistas 


The greatly increased interest in de- 
ferred compensation plans for top exec- 
utives is ‘opening up an attractive new 
field for the sale of life insurance, ac- 
cording to agents operating in this field. 
Policies are set up on a key-man basis 
and kept separate from the deferred 
compensation agreement. Exact details 
differ with each case. Companies sell- 
ing on this plan are loath to disclose 
their trade secrets, though they admit 
doing a big business. 

Some feel that this business will take 
the place of the easy pension trust busi- 
ness that was sold during the war. Since 
it is not pension trust business it is free 
from the technicalities, treasury approv- 
als, and the necessity for including the 
rank and file as well as the key execu- 
tives, that have often made pension 
trusts a time-waster for agents not spe- 
cializing in it. 

Helps Hold Valuable Men 


Deferred compensation plans are the 
answer to the difficulty in paying valu- 
able executives enough to attract and 


hold them in the face of the staggering 
income taxes they must pay with each 
jump in salary. For example, an execu- 
tive on $10,000 annual income has about 
$8,300 after taxes. However, the execu- 
tive with a $50,000 income has only $26,- 
200 left after taxes. His gross income is 
five times that of the first executive but 
his income is only about three times as 
much. 

Furthermore, in order to give the $50,- 
000 executive a $10,000 boost in net in- 
come it would be necessary to push his 
gross income up to about $90,000. Even 
if the corporation felt it could pay this 
amount there is some question that the 
Treasury Department would consider it 
an ordinary and necessary expense of 
business. 


No Present Tax Relief 


Unlike pension trusts, the deferred 
compensation plan does not give the 
corporation a present tax deduction, The 
deduction comes later on, when the ex- 
ecutive retires and the compensation is 
paid him. The corporation takes the 
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view that it will still be doing business 
at that time and the deduction will be 
just as valuable then as it is now. It 
sets up a reserve out of which these fu- 
ture payments will be made. 

To avoid having the Treasury Depart- 
ment regard these reserves as income 
currently taxable to the executive, the 
agreement under which he qualifies for 
this income must be worded so that it is 
clear that the corporation’s liability is 
contingent and not absolute. The de- 
ferred income should be contingent on 
his staying with the company until age 
65 or whatever the retirement age is. 
Even after he begins to receive his in- 
come its payment is made contingent on 
his not going to work for a competitor 
and on his agreeing to keep himself 
available for consultations. If he fails to 
live up to these requirements his income 
will cease. 


Executive Market Very Thin 


There appears to be tremendous inter- 
est in deferred compensation plans 
among corporations just now, largely 
because of the extremely thin market for 
executive talent. There is keen competi- 
tion for good executives and companies 
are staying up nights thinking of ways 
to get good men and keep those that 
they have from being lured elsewhere. 
From the executive’s point of view, de- 
ferred compensation has the big advan- 
tage that he gets from a pension trust: 
Instead of being currently taxable on 
the increase at his present high rates the 
money is paid to him later on when he 
will presumably be in a much lower in- 
come tax bracket. 


Opens Wide Market 


The large corporations do not con- 
sider that they need life insurance in 
connection with their deferred compen- 
sation plans. However, medium and 
smaller-sized companies are excellent 
sales prospects. The deferred compen- 
sation idea has wider sales appeal than 
pension trusts. Its object is to com- 
pensate key executives on a basis that 
will decrease the heavy incidence of 
taxes. Pension trust sales, on the other 
hand, frequently bog down when the 
prospect realizes how many of the rank 
and file he is going to have to include 
in the plan for the sake of rewarding 
his valuable personnel. 

One agent recently spent a great deal 
of time working up a pension trust case 
and had it about ready for closing when 
a strike occurred in the employer’s plant. 
The employer became so soured on the 
idea of doing anything more for his em- 
ployes that he threw out the whole pen- 
sion idea. The agent was, of course, bit- 
terly disappointed but soon came ‘back 
with a deferred compensation plan that 
provided for life insurance. He sold 


Operating call 
Ratio Climbed to 
15.5% During 1946 


The ratio of operating expenses to in. 
come of all U. S. life insurance com. 
panies in 1946 tose to 15.5% compared 
with the 1945 ratio of 13.7% and the 


1944 ratio of 13.6%, the lowest singe 
1933. 
Institute of Life Insurance which 


compiled the figures attributes the rise 
in expense ratio to the record volume 
of sales, increased payrolls, and gener. 
ally rising costs. Business expenses 
were up on a wide front, the report 
notes. Total personnel increased 14% 
during the year, reflecting both a returp 
of veterans and expansion of home of. 
fice and agency staffs to service the 
larger amount in force. The companies 
are now finding it possible to resume 
services curtailed during the war and 
to undertake projects deferred because 
of war. 

This computation of operating ratios 
relates all expenses, including commis. 
sions, agency expenses, home office sal. 
aries, medical fees, rents, and all other 
management expenses to income com- 
posed of premium income, net invest. 
ment income, and other cash _ receipts, 





Hoghe No. 1 for June 


The Russell L. Hoghe agency of 
Equitable Life of Iowa at Los Angeles 
ranked No. 1 for June, with $533,7 
new insurance paid for. For the first 
six months it was in sixth place, with 
$1,876,065 paid for. 





The Charles H. Schaaff agency of 


Massachusetts Mutual Life has moved 
to new and enlarged offices at 700 
Lincoln-Alliance Bank building, Ro- 
chester. 








$275,000 at once and $25,000 a little 
later. 

While unwilling to tell all, the de 
visers of life insurance plans to effec- 


tuate deferred compensation systems 
have disclosed that it is based on 
key-man insurance issued on a _ life 
form—that is, not on an endowment 


or retirement plan. Use of, endowment 
or retirement insurance might raise a 
Treasury Department objection as to 
the need of such a form of coverage, 
since the object is supposed to be to 
indemnify the corporation against loss 
of a valuable man. However, the high 
cash values of Guertin-law contracts ob- 
viously will provide substantial retire- 
ment benefits. 








Show Results of First Six Months 
New Bus. New Bus. 1947 Ine. 1946 Ine. 
1947 1946 in Force in Force 
Afro-American ......... S 1G cee OR ck vende $ 2,144,566 $ 2,274,059 
American Hosp. & Life.. 4,342,997 3,605,275 2,385,386 2,006,000 
Berkshire Life ........ 18,064,398 19,861,612 11,081,203 13,591,211 
Celonial Tilo... cacess 16,069,161 16,280,232 8,223,382 10,157,837 
Confederation Life* ... 54,531,981 47,799,956 36,936,885 33,123,488 
Empire Life & Acc..... 10,954,268 8,602,040 4,719,21 4,132,881 
Farm Bureau Life...... 26,761,572 27,195,600 19,502,789 24,095,726 
Farmers & Traders.... 5,731,671 5,736,685 3,894,819 4,423,601 
Great American Res.... Syeee el. Sav anhesve 2,765,386 ~~ ..eeecuee 
a ee 1,565,071 960,350 468,951 0,005 
Guardian. Tike 2... 5 39,400,674 38,879,079 25,664,504 28,206,015 
Home State Life, Okla... 15,240,970 12,095,844 5,752,995 6,370,064 
DMN E INE, <5 G08 5.1% 9. 0x0 0-6 4S 9,835,050 8,871,342 9,332,400 8,631,842 
Tete He COB iss ks 22,528,745 34,186,844 9,623,470 26,374,326 
PER  ENTO Asis. oh ics 0s 160,009,423 147,560,717 78,584,692 77,338,635 
National Life & Acc.**.. 68,881,513 72,251,865 5,756,867 58,834,961 
ational Life Ta: ....... 4,745,827 4,949,545 2,198,657 3,228,736 
North Amer. Reassur 40,258,900 27,441,900 19,662,700 10,362,600 
Olio National wis... 27,404,586 25,615,095 16,085,746 18,206,220 
Paul Revere Life...... 18,580,631 17,820,623 12,826,711 14,328,325 
Peoples Life, D. C...... 39,073,153 43,680,419 9,061,249 17,154,865 
Pyramid Life, Ark...... 4,665,372 2,907,395 2,267,185 836,303 
Savings Banks, N. Y..... 13,750,000 15,090,000 12,630,000 14,980,000 
Becuriky Fe GA, oo. sie 7,365,403 6,826,656 3,573,384 4,443,029 
Standard Life, Ind...... 4,885,972 5,281,452 2,389,269 3,533,220 
Teachers Ins. & Ann... 6,295,188 3,349,183 3,935,570 2,410,621 
Union Mutual, Me...... 15,727,525 17,335,328 9,961,306 12,734,051 
United Benefit Life. 89,633,815 85,744,545 44,044,540 59,972,138 
Res Sa 1. oS ae reer 34,567,196 27,704,278 22,806,196 19,411, 054 
Victory Life, Kan 7,619,805 7,999,344 3,751,270 5,889,619 
Volunteer State ....... 12,325,894 11,898,553 4,594,330 6,908,579 
Washington National*. 65,872,692 57, 641,663 23,385,907 29,519,318 
FRATERNALS 
eave ete $ 3,658,954 $ 1,799,641 $ 944,907 $ 117,980 


W.O.W., Colo. 


*Excluding group. 
**Ordinary only. 
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Wind Up Rally of 
N. W. Mutual Men 
at Milwaukee 


An ambitious program of speaking 
and entertainment featured the annual 
gathering in Milwaukee of the North- 
western Mutual Assn. of Agents. The 
producers heard Edmund Fitzgerald for 
the first time in his new role.as com- 
pany president. 

The Northwestern Mutual C.L.U. 
chapter sponsored a program at which 
three C.L.U.s spoke. Alden Smith, 
Nashville, discussed “My System 
Works Me,” describing his plan of or- 
ganization, and Ralph Theisen, Denver, 
spoke on “Making a Prospect Out of a 
Suspect.” 

D. B. Fluegelman, New York, chap- 
ter president, and also head of the New 
York State Assn. of Life Underwriters, 
talked on “The Professional Point of 
View to the Life Insurance Business,” 
telling the importance of continuing edu- 
cation and the value of developing pro- 
fessional status through the C.L.U. 
movement. 


Present Original Operetta 


At the company dinner, some 2,000 
agents, company officials and their wives 
witnessed an operetta in the Gilbert and 
Sullivan manner entitled, “90 Years 
Agrowing,” written by Laflin C. Jones, 
assistant director of agencies. The 
scene showed the Milwaukee & Missis- 
sippi Valley Railway depot at Milwau- 
kee in 1859, when the mayor and a re- 
ception committee welcomed Northwest- 
ern Mutual to the city from Janesville, 
Wis., where it had been founded two 
years earlier as Mutual Life of Wiscon- 
sin. Scene II was the 1886 agents meet- 
ing at an early home office building, and 
III was the laying of the cornerstone 
in 1912 of the present building. The 
final scene was.current in character. 

Home office employes and the North- 
western Mutual male chorus composed 
the cast. 
vice-president, was toastmaster and in- 
troduced company trustees, officers, 
association officers and top prize win- 
ners among producers. 

Planned income procedures through 
which he has made a significant record 
were told in one of the sessions by 
Jack Laffer, Wichita. He presented the 
key points in presenting the case and 
closing the sale in use of the planned 
income procedure. 


Conduct Round Table 


Marue Carroll, Oshkosh, Wis., gen- 
eral agent, whose agency is recognized 
as one of the most successful in the 
small town and rural fields, presided at 
a round table on selling in those fields. 

Groundwork on opportunities in the 
rural field was laid by Don Ross, “Suc- 
cessful Farming,” in a talk on “Going 
Places.” He emphasized that the farmer 
today usually is a successful business 
man since all phases of farming have 
been modernized, with developments in 
machinery, soil conservation, better seed 
strains and other factors, as well as 
agricultural college education. The 
farmer has need for life insurance as do 
other men in business and has the 
money to buy more than a few small 
policies. 

The value of joint work in rural com- 
munities was described by C. F. Gil- 
singer, Beaver Dam, Wis., special agent 
in the Carroll agency in a talk on “The 
Hen, the Egg and I.” He stressed the 
natural suspicion of a farmer for a 
stranger and said in talking insurance 
to a farmer the first requisite is to gain 
his confidence. 

W. H. Brown, part-time banker agent 
of Zearing, Ia., who paid for $216,000 
in the last agents’ year, told the farmer’s 
picture and why he needs life insurance 
in sizable amounts to build up a re- 
serve for any contingency and raise his 
sights on a business basis. His subject 
was “$10,000 Is A Minimum.” 

Maintaining that “Farmers. Like Pen- 

(CONTINUED ON PAGE 19) 


Howard J. Tobin, company , 


LEGISLATIVE SCORE CARD 





Many States Acted on 
Group at 47 Sessions 


The 1947 legislatures passed many 
measures affecting group life and acci- 
dent and sickness coverages. Following 
is a state-by-state summary of the prin- 
cipal laws enacted. Effective dates of 
laws are shown in parentheses. 


Arizona — Group life minimum re- 
duced from 100 to 25 lives. 
California — Employe contributions 


to voluntary unemployment compensa- 
tion disability plans, also taxes to the 
state fund, to be refunded where, be- 
cause of overlapping or successive em- 
ployment the total for any calendar year 
exceeds $30 per employe; (1/1/47). 
Group life underwriting requirements 
covering borrowers from credit unions 
made the same as those covering other 
borrowers; (9/19/47). Agents eligible 
for group life made eligible for group 
disability. Non-dependent husbands and 


wives allowed coverage; (9/19/47). 
Agents under contract allowed group 
life coverage; (9/19/47). Insurance 
carriers relieved of voluntary un- 
employment compensation disability 


coverage from “extended liability” with 
respect to formerly insured employes 
disabled while unemployed; benefits to 
unemployed to be financed from “kitty” 
with which state fund was_ started 
(9/19/47). 
dividual proprietors and partners per- 
mitted. Twenty-five-life minimum made 
permanent; (9/19/47). 


Broadened in Colorado 


Colorado — H. & A. Conference 
model bill with provision for group 
A. & H. to be issued on employer- em- 
ploye basis to associations, labor unions, 


Group life coverage for in-, 


and other similar groups, subject to 
commissioner’s discretion; effective 
(7/17/47). Passed modified commis- 
sioners’ model group life bill with 31-day 
conversion clause. 

Florida — Passed. general A. & H. 
measure with group accident and sick- 
ness insurance provision; (1/1/48); 1945 
casualty insurance rating law made in- 
applicable to A. & H._ insurance; 
(6/16/47). 

Idaho — Defines group life; follows 
Indiana model law, not commissioners’. 

Indiana—Regulates A. & H. forms, in- 
cluding group A. & and permits 
commissioner to disapprove forms if he 
finds benefits are unreasonable in rela- 
tion to premium; (7/1/47). 

Iowa — New group life and group 
A. & H. insurance definition follows 
commissioners’ model bill with 31-day 
conversion and exception to $20,000 lim- 
itation in the case of pension plan. 
Wholesale life defined and group life 
underwriting rules applied to group A. 
& H., including prohibition of employe- 
pay-all coverage; (7/4/47). 

Maine — Exempts group annuities 
and pension trusts from claims of cred- 
itors; (8/13/47). Anti-discrimination and 
rebating exemptions for group insurance 
on employes or organization members 
changed to specify minimum of 25 in- 
stead of 50 lives; (8/13/47). 

Maryland — Commissioners’ model 
A. & H. bill followed but may give com- 
missioner authority over premium rates 
and policy forms. Application to group 
insurance is uncertain; (6/1/47). Anti- 

(CONTINUED ON PAGE 9) 
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Creative Energy 


Speaking at the Penn Mutual Centennial Convention, 
Vice President Eric G. Johnson said :-— 


“Selling effort has been responsible for a large share 
of the success of every life insurance company. 
claim can, of course, be made by the distribution of other 
But, I know of no business where the sales 
end has fewer unsolicited orders on its books than has 
life insurance. With rare exceptions ours is a business 
where we receive no orders from “walkins,” and yet 74 
million Americans have it. Every customer on the books 
represents calls, enlightenment, persuasion and friendly 
Each and every one is the result of cre- 
ative energy expended by a field man or woman. 
check paid out represents selling effort — not order 


“Distribution of the world’s goods and services has in 
recent years taken on greater and greater significance in 
our economy. The raw materials are essential; manu- 
facturing processes are essential; demand is essential. 
But neither goods nor services, nor the demand for them 
translate themselves into purchases and ultimate bene- 
fits without the stimulation and persuasion of the sales- 


1847 — Penn Mutual Centennial — 1947 


THE PENN MUTUAL LIFE INSURANCE CO. 
JOHN A. STEVENSON 


INDEPENDENCE SQUARE, PHILADELPHIA 
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Seeks to Find 
Reasons for 
Upturn in Lapses 


A close one-month study to find the 
causes of the recent perceptible upturn 
in lapses has been launched by North- 
western National Life. The study en- 
lists the agent’s co-operation by focus- 
ing his attention on the substantial cost 
to him of a lapsed policy, measured by 
renewal commissions he would other- 
wise have earned under the Arnold sys- 
tem over the remainder of the renewal 
period. 

In a letter to agents, President O. J. 
Arnold said he desires to see if every- 
thing possible is being done to prevent 
lapses, and to find the reasons why poli- 
cies have lapsed. 

Agents with lapses in the first six 
months of 1947 are receiving a lapse re- 
port card for each lapsed policy. The 
card bears the lapsed policyholder’s 
name, number, and date of lapse, and 
asks the reason for this lapse and 
whether the agent secured reinstate- 
ment. 

Space is provided for noting the per- 
son’s occupation and any other facts 
which may explain the lapse. Special 
stress is placed on reinstating promptly 
all business. which has lapsed during the 
first six months of 1947. The company 
will make a careful analysis of returned 
lapse report cards and the reasons why 
policies lapse will be made promptly 
available to agents to aid them in pre- 
venting future lapses. 


Assail Ala. Cash 
Sickness Bill 


A battery of large employers and E. 
H. O’Connor, managing director of In- 
surance Economics Society, appeared 
before a joint senate and house commit- 
tee hearing in Alabama to oppose the 
state cash sickness bill that was intro- 
duced at the instance of the industrial 
commission and has the blessing of the 
administration. Alabama is one of only 
four states that is still collecting a tax 
from employes for unemployment com- 
pensation and it has $24 million in the 
trust fund at Washington which it could 
draw down if it should enact a cash sick- 
ness measure, 

The witnesses were arranged for by 
Frank Samford, who is president of Lib- 
erty National Life, in his capacity as 
president of Alabama Chamber of Com- 
merce. The employers described the 
group plans that they maintain for their 
employes and Mr. O’Connor told some- 
thing of the headaches that have devel- 
oped under the Rhode Island cash sick- 
ness plan. He also emphasized that if 
Alabama should remove $24 million 
from its unemployment compensation 
fund, it would have only $32 million left. 


Life & Casualty Declares 
20% Stock Dividend 


Life & Casualty of Nashville has de- 
clared a 20% stock dividend. This is to 
be paid Nov. 1, and will amount to one 
share of new stock for each five shares 
of the present stock owned on Oct. 1. 
The present market price of Life & 
Casualty stock is about 23% bid and 25 
asked. 


South Dakota Course Aug. 25 


University of South Dakota will hold 
its second life insurance short course 
school Aug. 25-26 for an expected 200 
agents. 

Discussion leaders include Harold J. 
Cummings, president»Minnesota Mutual 
Life;, Robert W. De Pau, Jr., Chicago 
district manager of Prudential; James 
E. Scholefield, director of agencies 
North American Life & Casualty; Rich- 
ard E. Imig, Sheboygan, Wis., New 
York Life, and Grant Taggart, Cowley, 
Wyo., California-Western States Life, 
who will be banquet speaker. 
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Rute Reni: Sales. 
Formed 8% of 
Last Year's Total 


Extra-rate life insurance policies rep- 
resented about 8% of total new pur- 
chases during 1946 and there are now 
four million such policies in force, the 
Institute of Life Insurance has deter- 
mined. 

Protection in excess of $8 billion is 
owned today by persons with physical 
re perengee or special occupational 
hazards. This is more than a total of 
all life insurance owned in the country 
when writing extra-rate on impaired 
risks was started 50 years ago, the in- 
stitute states. 

During 1946 more than $1 billion, 800 
million under 500,000 policies was pur- 
chased on the extra premium plan. 





New Somerville Manager 


Herman C. Dilmore, who has been an 
assistant manager in Prudential’s dis- 
trict office No. 2 at Rochester for the 
past two years, has been named man- 
ager at Somerville, Mass. He fills the 
vacancy caused by the death of Thomas 
J. McCaffrey. He has been with Pru- 
dential 17 years. 
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“What's Ahead” Is 


U. S. Senate Holds 


“Ad” Meeting Theme Guertin Bill Over 


Assn has 
Ahead” 


Life Insurance Advertisers 
selected the theme ‘“What’s 
around which to 
build its annual 
meeting at Quebec 


Oct. 23-25. Bro- 
chures announcing 
the meeting have 


been sent to mem- 
bers. 

General chairman 
is A. L. Cawthorn- 
Page, Metropolitan 
Life, Ottawa. 

The Chateau 
Frontenac will be 
the scene of the 
meeting. Jj.: P. 
Lyons, Manufac- 
turers Life, is serving as executive com- 
mittee adviser to the general chairman. 

Program chairman is E. Morton, 
North American Life, Toronto; exhibits 
chairman, L. Russell Blanchard, Union 
Mutual Life; registration and hotel ar- 
rangements, Harold Brown, Imperial 
Life; attendance promotion, Margaret 
Divver, John Hancock; publicity, A. F. 
Sisson, State Mutual Life. 





Cawthorne-Page 


WASHINGTON — When two 
District of Columbia life insurance reg- 
ulatory bills were reached on call of the 
Senate calendar the other day Senator 
O’Mahoney, Wyoming, objected to their 
consideration. Under the rule of unani- 
mous consent prevailing, the bills went 
over. O’Mahoney’s objection was “tem- 
porary,” it was indicated. 

The measures concerned are the Guer- 
tin bill, and a bill to liberalize invest- 
ment opportunities for domestic life 
companies here, particularly in the field 
of real estate, housing and rental prop- 
erties. 

The bill is before President Truman 
to specify that proceeds go first to the 
assured’s estate rather than to that of 
the beneficiary when the latter prede- 
ceases the insured. 


Campaign Honors Adams 

A campaign in honor of President 
Claris Adams of Ohio State Life 
will be put on in September and Octo- 
ber under the direction of a committee 


of managers and general agents, of 
which R. G, Leuzinger, Columbus, is 
chairman and J. Earl Pullen, Toledo, 
secretary. 





Why? 








policies; Juvenile insurance from date of birth; 
business, taxation and family protection needs; Family Income and Family 
Maintenance plans; substandard service (up to 500% mortality) ; Mortgage 
Redemption insurance—and a complete line of ceiii insurance, including 
the casualty group coverages. 


HERE’S WHY 


The recent independently-conducted Job Satisfaction Study showed excep- 
tionally high satisfaction among representatives of The Lincoln National Life 
Insurance Company. 


Here are some of the reasons. The LNL man has par and nonpar 
special low-cost plans for 


In addition, LNL offers its agents a liberal retirement plan, a hospital and 
surgical expense plan, and Group life insurance. 


LNL is Geared to Help Its Field Men. 





The 





Its Name Indicates Its Character 


LINCOLN NATIONAL 


LIFE INSURANCE COMPANY 


Fort Wayne, Indiana 
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Overall Death Toll | Pre 


Declined Last Year 


from Pre-War Rate 


Despite an increase in the death 


from heart disease and cancer, the ove, 


all policyholder death rate during 


declined as compared to pre-war exper, 


ence. 


Heart the 


disease, 


of Life Insurance reports. 
400 thousand policies 
claims for 


were paid 


than twice the number paid as claim 
for cancer, the second largest cause, 

The 1946 death rate among ording 
policyholders showed a decline to 6895 
714.5 ig 


per 100,000 as compared with 
1941. The 1946 rate for industrial po 
icy holders was 768.5 per 100,000, a 
cline from 787.5 in 1941. 

Lower overall death rates 
tality from tuberculosis, pneumonia, 
fluenza, nephritis, diabetes, 
contagious diseases and 
puerperal state. 


diseases 


Among industrial policyholders, cere 
hemorrhage and diphtheria als 
Mo- 
tor vehicle deaths were down sharph 
for both groups, homicides were higher 


bral 
took a greater toll than in 1941. 


whereas suicides declined. 


DEATH RATES PER 100,000 
Ordinary 


Organic Diseases of the 
Heart 
Cerebral Hemorrhage.. 
Cancer 
Tuberculosis (all forms). 
Pneumonia (all forms).. 
Influenza 
Other Respiratory 
Diseases 
Nephritis 
Diabetes 
Puerperal State 
Typhoid Fever 
i Se ae Bia was 
Homicides 
Motor Vehicle Accidents. 
All Other Causes... .600:60% 1 
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Total All Causes 
DEATH RATES PER 100,000 








Industrial 

1941 

Organic Diseases of the 
ER CE ee 167.7 
Cerebral Hemorrhage.... 63. 
REPRE errr 104.7 
Tuberculosis (all forms). 43.1 
Pneumonia (all forms)... 36.5 
TRUM? sa Vase es seegee 8.1 

Other Respiratory 

PRM a. 6-5, br ica 0c 6.60 opt 9.4 
TDNGIEMRERE 62 su <5 WsieR obo 'en 49.3 
DOT CCN 8 5:05.06 6-0-0 -0e caes 26.2 
Puerperal State... .. 2.0.0.0! 4.7 
Diarrhea and Enteritis.. 5.5 
Meningitis (all forms)... 2.9 
MINE 0) 8.575. anes, 05 ob eis 8H ose 8 
MGBPICE DOVE? 2 oo... es iste 4 
Whooping Cough ....... 1.3 
DIDTMCRID. 50060 sicie 0's s,08 5 
TAMUGIG BOVE? g.cccecegs oo 
PIOIRGH Ses ce as evden tie 9.1 
Le eS a a ee 3.7 
Motor Vehicle Accidents. 22.3 
All Other Causes... 2.3. 227.6 
Wotal All CAUSES. 25:2 6 <- 787.5 


Stallings “Man of Year” 


leading  kille 
among policyholders, in 1946 accounted 
for one-third of all deaths, the Instityy 


heart disease deaths, morgkago. 


in 19 
came primarily from reductions in mor. 


children’ 
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Work,” § 

J. Ben Stallings of Tupelo, Miss., hafPolicyholc 
been named “Man of the Year” nd Chris 
Columbian Mutual Life, having led th@ist of clic 
agency force in paid-for production flew cont: 
the year ending June 30. He automatiffess large 
cally becomes president of the com§nd her d: 
pany’s Production Club. He has bet@ Mrs. B 
vice-president the past two years. john L, ] 
Fred B. Martin, Fort Payne, Alafember c 
won second place and Henry W. on Dolla 
ren, Steppville, Ala., third, and thus bead been 
come vice-president and secretary, tears; a li 
spectively. Mr. Martin has been pres#rs Roun 
dent for four successive terms. 1 consect 
outhland 





Soper Agency Wins Conte 

Leon A. Soper’s Los Angeles agen 
of Phoenix Mutual Life won the annw 
“fishermen’s contest” against the Seatt 





Portland, Me., and Cleveland agencit 


on the basis of issued business and pé 
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centage of quota. The Soper agency li 
its largest percentage of quota in ! 
history. 
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Program of 






Long-Range 
JObjectives Recruiting Aid ~ 


’ 


“write your own plan of action,” in or- 
der to define clearly the responsibilities 
of everyone within the agency organiza- 
tion and prevent duplication of effort. 

Just as architectural plans are neces- 
sary before a house is built, blueprints 
are necessary before an agency is con- 

















ath tof A carefully planned program of long 
le Overfange agency objectives, set down on 
1g 19M)aper in black and white, is one of the 


most effective recruiting tools a manager 
to attract good men to his 
bgency, Charles W. Campbell, home 
fice agency manager for Prudential, 
told members of the Life Insurance 
Agency Management Association’s 


experi 


kil] 
counted 
nstitutd 
re thay 
aid a 
5» MOT. 
Claims 


ran use 


ago. ' ; 
Mr. Campbell’s agency paid for more 



















‘ause, khan $17 million of ordinary business in | 
rdinangi9i6 to lead all Prudential ordinary 
© G689jfagencies last year. 

fe i Attracting the Recruits 

lal po ; ? 

), a dee Good prospective agency recruits are 


more likely to be drawn to a career of 
life insurance selling by a manager who 
Mhas carefully estimated his situation and 
inaclearly defined his long-term objectives, 
Mr, Campbell declared. He also urged 
the members of the graduating class to 


vanization within their agencies, and 
called administrative responsibility “one 
of the most frequently overlooked parts 
f the manager’s job today.” 

Speaking on the subject of “Manage- 
ment in Action,” Mr. Campbell pointed 
out that the job of agency management 
today is" vastly complicated by the 


Nand by the fact that “frequent change 
is, in a sense, itself a constant condition 
54today.” ; 
10M AS examples of these changed condi- 
igtions, Mr. Campbell pointed to the tre- 
’Emendous increase of life insurance in 
,~morce; to the 21 billions of business 
s@written last year; to the downward trend 
48n volume during the first five months 
lof 1947 as compared with 1946, together 
ygvith the June sales volume which was 
Mewithin 2% of that for the corresponding 








Wi onth last year; to increases in agency 
, four “Apps” a Week for 
12 Years Mrs. Briggs Record 
194 






A minimum of three written applica- 
MBions a week for the last 12 years, with 
’ an average of more 
than four a week, 
is the striking pro- 
duction record just 







riel F, Briggs, Dal- 
las agent of South- 








land Life. Com- 
pany Officials be- 
lieve this accom- 





plishment is a new 
national record. 

\ At the beginning 
‘S of the 12-year 
‘ period—in July, 
1935—Mrs. Briggs 
f had been a member 
bf the company’s App-A-Week Club for 
Wo years, when she decided to “go to 
ork.” So she began giving service to 












Muriel F. Briggs 










3S., hapolicyholders and sending out birthday 
ar” nd Christmas cards, ever enlarging her 
led thifist of clients and prospects and making 
ion foffew contacts. She attributes her suc- 






ss largely to carefully planned work 
nd her daily calls and contacts. 

Mrs. Briggs, wife of Vice-president 
ohn L. Briggs, is a life and qualifying 
ember of the Women’s Quarter Mil- 
on Dollar Round Table, of which she 
ad been a inember for 10 consecutive 
‘cars; a life member of the Texas Lead- 
s#ts Round Table, having qualified for 
1 consecutive years, and a member of 
bouthland Life’s two top production 
roups, President’s Club and Million- 
res Club. 















Premium Credit on Tax 

WASHINGTON—Deduction, for in- 
mme tax purposes, of premiums paid 
National Service Life and U. S. 
oevrnment life insurance is proposed 
a bill introduced by Rep. Leonard W. 





chool in agency management at Chi- | 


provide an effective administrative or- | 


changed conditions of the atomic age, | 


. _ made by Mrs. Mu- | 


with 
managerial 


personnel, 
creased 


tition from other industries; 


Mr. Campbell urged that 


correspondingly 
responsibility 
training and supervision; to sales compe- 
and to the 
challenge of increased discrimination in 
buying on the part of the public. 

managers 


structed, he declared. The manager must 
N- first decide which of three types of 
m= agency he intends to build; an agency 
based upon the manager’s personal pro- 
duction; an agency jncorporating per- 
sonal production with an agency organ- 
ization; or “a real agency organization 
whose prime purpose is to build men.” 


in- 











One Billion Dollars of 
Protection owned by Life 
of Virginia Policyowners. 





One Billion Dollars of 
Security Sold and Serv- 
iced by Life of Virginia 
Field Representatives. 





One Billion Dollars of 
life Insurance, making 
The Life Insurance Com- 
pany of Virginia one of 
20-odd Largest Life Com- 
ponies in America. 


LIFE 








all, New York. 
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Truman Signs 
Moratorium Bill 


President Truman has now signed the 
McCarran-Wiley bill extending the 
moratorium under public law 15 from 
Jan. 1, 1948, to July 1, 1948. 





Palm Beach, Fla.—The Palm Beach 
County association elected H. H. Hamp- 
ton delegate to the Boston convention. 
Arthur E. Bound is the new president. 
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we've made it a billion! 


A Billion Dollars for future delivery 


to Policyowners and their Beneficiaries 


... a Billion Dollars of Protection 


assuring happiness to children, security to widows, 


carefree sunset years to provident Policyowners.. 


Grateful for the confidence of its Policyowners 


and the goodwill of its many friends, 


proud of the splendid work 


which its Field Representatives are performing, 


The Life Insurance Company of Virginia pledges 


to its fieldmen and the public 


continuance of the services that for 76 years: 


have exemplified its usefulness 


and promoted its reputation as a GOOD COMPANY: 


INSURANCE 
COMPANY OF 





ROBERT E. HENLEY President - 


VIRGINIA 


Established 1871 — Home Office: Richmond, Virginia 


BRADFORD H. WALKER, Chairman of the Board 
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ations of securities are to be used. If a 
company has substantial policy liabili- 
ties payable in the currency involved or 
if evidence is made available that such 
securities can be disposed of in the for- 
eign country and the proceeds in such 
foreign currency can be converted into 
United States dollars on the basis of 
the prevailing rate of exchange and re- 
mitted to the United States the com- 
pany may use foreign quotations pub- 
lished in the book of valuations on such 
securities and report the United States 
dollar equivalents on the basis of the 
rate of exchange prescribed for ithe 
statement date. 


N.A.I.C. Foreign 
Bond Valuation Plan 
Like Most Insurers’ 


Procedures for computing amortized 
values on foreign bonds and values on 
foreigi securities not eligible for amor- 
tization outlined by the subcommittee 
on valuation of securities of the Na- 
tional Assn. of Insurance Commission- 
ers follow the methods employed by 
most of the companies. The instruc- 
tions from the subcommittee are de- 
signed merely to formulate a standard 
method to be followed by the few com- 
panies that do not now follow the for- 
mula. 

Amortized values on foreign bonds are 
to be computed on the basis of the cost 
and par value in the foreign currency 
in which the bonds are payable and the 
amortized values computed should be 
converted into U. S. dollars by applying 
the prescribed rate of exchange as of 
the statement date. The cost of foreign 
bonds purchased in the United States 
should be computed in the currency of 
the foreign country, on the basis of the 
rate of exchange at the date of purchase 
for the purpose of computing amortized 
values as described. 

With stocks and bonds not eligible 





Michigan Actuaries Elect 


W. H. MacCurdy, Liberty Life & Ac- 
cident, was elected president of the 
Michigan Actuarial Society at its annual 
meeting. Vice-president is Thomas S. 
Edwards, Michigan Life; secretary, A. 
S. Rhinehardt, Federal Life & Casualty; 
treasurer, C. J. Nesbitt, University of 
Michigan. 





Shreve Board of Trade Speaker 

Earl O. Shreve, president U. S. Cham- 
ber of Commerce, will speak at the an- 
nual New York Board of Trade “Busi- 
ness Speaks” dinner at the Waldorf As- 
toria hotel, Oct. 23. Guest of honor will 
be Mayor O’Dwyer of New York. More 
for amortization United States dollar than 500 reservations already have been 
‘quotations published in the book of valu- received. 
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ECIVHES 


Under present economic conditions, service to policy- 
owners is clearly the stairway to success—or the 
elevator-shaft to failure — for the individual fieldman. 
The clients themselves corroborate this by their majority 
reply to a recent survey that the reason they prefer to 
do business with a particular underwriter is “the quality 
of the service he renders.” 


Are you finding prospects scarcer? Do you have fewer 
appointments on your calendar than you'd like? Good! 
That means that you can work up a genuine program of 
service to your policyowners, and thus qualify yourself 
according to their own terms as the underwriter with 
whom they prefer to do business. 


Maybe you'd better take another look at the title which 
appears above, and realize that, viewed from any angle, 
service is the most important consideration for the life 
underwriter today. 


Insurance In Force June 30, 1947 — $324,774,928 


COMMONWEALTH 


LIFE INSURANCE COMPANY 


LOUISVILLE @¢ MORTON BOYD, President 





























N. Y. Agencies End 
Half-Year Confident 
of Record 1947 


NEW YORK—Optimism has reached 
a new peak among agencies here as 
they enter into second half production 
for 1947. Managers and general agents 
report they have high hopes of setting 
new all-time production records for the 
second successive _ year, despite 
L.I.A.M.A. figures indicating a falling 
business curve. 

Almost invariably production reports 
almost equal, when they do not surpass, 
1946 figures for the first six months. 
Some managers show no hesitation in 
predicting a new record, while others 
indicate new records as a_ probability. 
Only a small minority believe that 1947 
production will lag behind 1946. 


One Agency Up 80% 


One agency reports an increase of 
80% in paid ordinary business. Unlike 
most agencies, the manager here credits 
new brokers in a large measure for the 
good production. He estimates that 
year-end figures will show the agency 
to be 50% or 60% ahead of 1946. One 
of the larger ordinary companies reports 
over-all increases of 8% for the first 
six months. Similar increases are re- 
ported by another large company. 

In general the local agencies report- 
ing a lag behind 1946 indicate that it is 
small and that rate changes due. to the 
Guertin law will stimulate sales during 
the last six months. 

Brokers are credited. with increasing 
sales for some agencies but it is not 
general, although an attempt is being 
made to cultivate brokerage business in 
many agencies. Ample manpower is 
permitting agencies to enlist additional 
brokerage contact men. 

While brokerage and rate changes are 
contributary factors, they do not appear 
to be all-important. Agencies reporting 
that rate changes do not contribute 
greatly to increased business and that 
brokerage business is negligible, still 
report high production records and ex- 
pect to create a new record. They con- 
tend that the market is good and high 
production is the result. 


Sets 25% of Payroll as 
Cost of Social Cover 


WASHINGTON — Elizabeth Wilson 
of Cambridge, Mass., associate of Ac- 
tuarial Society of America, analyses and 
critcizes the administration’s compulsory 
health insurance bill, sponsored by half 
a dozen Senators, which Congress laid 
on the shelf, in a report issued through 
U. S. Chamber of Commerce. She dis- 
cusses eligibility for medical care bene- 
fits under the bill, the benefits provided, 
availability of services, administration, 
financing and costs of what she calls 
“the socialized medicine bill — 1947 
edition.” 

Miss Wilson reaches the conclusion 
that the system proposed would cost 8 
to 10% of the covered payroll. Other 
social insurance costs, she estimates, 
may reach 15% of payroll, and adds that 
“to devote 25% of the nation’s payroll 
to social insurance would pose stagger- 
ing economic problems.” 

“Socialized medicine involves many 
dangers,” says Miss Wilson, “particu- 
larly the medical, the economic, and the 
political. The claimed advantages are 
largely illusory.” 


Three Managerial Shifts 


Jesse L. Allison, field management 
supervisor in the southwestern terri- 
tory, has been named manager at Joplin, 
Mo., for Metropolitan. He _ succeeds 
Timothy J. O’Mara, who is absent be- 
cause of illness. 

Mr. Allison joined Metropolitan in 
1921. He was appointed field training 
instructor in the southwest in 1935, and 
field management supervisor in 1946. 

Cornelius T, Lane, manager at Lin- 
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coln, has been transferred to the Com 
ton, St. Louis, district, succeeding Cay 
i Schaaf. : 
Mr. Lane joined the company in 193 
and _was promoted to assistant managg 
in Clayton, Mo., the following year. 
was appointed general assistant manage 
in the southwest, and field training jy 
structor there in 1935. He was pr 













moted to manager in 1944. was 
Bertrand L, Ehrmann, manager af nue bt 
Pittsburg, Kan., succeeds Mr. Lane af 
1 g, ” 5 aval. e a respect 






Lincoln, Neb. 

Mr. Ehrmann joined Metropolitan jj 
1933. In 1940 he was made manager 4 
Greeley, Colo., and took over at Pitt 
burg in 1945. 


McAlister Clan Reunion 


The McAlister Clan, which is one gj 
the leading honor groups for Pilot Lik 
field men, held its 20th anniversary gath. 
ering at Chateau Frontenac, Queber 
during the annual agency convention 9 
that company. The McAlister Clan wa 
conceived in the same room 20 year 
ago. Thirteen of those present wer 
charter members of the clan. 
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Leroy A. Lincoln, president of Metro. 
politan Life, is author of the Britannic 
Book of the Year article on life insur 
ance. This gives 1946 figures on life in. 


surance sales, in force, assets, etc. 
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WE LIKE TO THINK 
OF OURSELVES AT R & R 
AS IF WE WERE GOOD 
TAILORS—TAKING THE sf 
CLOTH WE WEAVE AND 35 











MAKING A _ SUIT WHICH 60 6 
FITS. HERE IS WHAT I x a 
MEAN. ee and over 
FOR EXAMPLE, one of the [i"Squc 
companies liked “The New LOS 
Field of a Thousand men,” me 
but naturally it didn’t quite ba i. 
fit company practices. Slight — 
changes made it fit—with the | oct 
cost but little more than for bn oli 
the standard edition. Of “g 
MANY COMPANIES =§$are taking t 
using thousands of our pro- Los An: 
posal forms — each form ported t 
changed to fit particular com- examina 
pany contracts. og 
t ~ 
“THE R & R NEWS” is Ptaling 
made over each month in at mentions 
least eight different ways in Comp] 
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Modify Ruling on 
Severance Payment 


from Benefit Plans 


WASHINGTON—The internal rev- 
1ager af nue bureau has modified its ruling with 
ane aH espect to payments made from an em- 
.. __,Bployes’ benefit plan upon severance 
Olitan j of employment for reasons other than 
Nager af ieath or retirement. Formerly it was 
at Pitts held that such payments were not made 
pursuant to a “plan or system” within 
the meaning of Section 1426(a)(2) of 
the federal insurance contributions act 
and Section 1607(b) of the federal un- 
mployment tax act and were not ex- 
epted from wages. 
In a recent mimeograph circular to in- 
ternal revenue collectors and_ others, 
Acting Internal Revenue Commissioner 
Sherwood recognizes that severance 
payments may be excepted from wages. 
His circular says that in order for all 
payments to employes under a plan “to 
be excepted from wages the plan must 
be primarily a retirement plan, the 
payments to employes must be made 
fom or pursuant to a trust or other 
funded arrangement, and the provisions 
jor the severance payments must be in- 
cidental to and a part of the retirement 
system.” 
“The circular invites submittal of plans 
to the bureau for determination of the 
employer’s employment tax liability in 
connection with benefit payments. 
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Great Amer. Reserve Has 
New Settlement Options 


Current settlement options of Great 
WeapAmerican Reserve now are on a 3% 
basis, with the exception of the interest 
only option, which is 2%. Income may 
be increased by an interest allowance as 
determined by directots. Following is 
monthly life income per $1,000 of pro- 















ceeds guaranteed for the number of 
years specified: 
Male Fem. Life Ine. Gtd. For 
IK Age Age 5SYrs. 10Yrs. 15 Yrs. 20 Yrs. 
R 8635 $3.56 $3.55 $3.54 3.51 
35 40 3.79 3.77 3.75 3.70 
YD 40 45 4.07 4.05 4.00 3.93 
iE 4 50 4.43 4.38 4.29 4.18 
'D 5055 4.87 4.79 4.64 4.46 
4 55 60 5.44 5.2! 5.04 4.74 
-H 60 «65 6.16 5.8 5.47 5.01 
} 65 70 7.08 5.5 5.91 5.24 
70 75 8.24 a $ 6.30 5.40 
and over 
ALY aa 
1¢ = Hi"Squawks” on Cal. Exams 
w ‘ cS Re a ss 
on LOS ANGELES — Many “squawks 
fe are reaching the California department 
we regarding the severity of the new ques- 
is tions now being used for examination of 
ts. applicants for licenses as agents, brokers 
and solicitors. 
Of a recent class of 112 applicants 
e taking the examination for licenses at 
)- Los Angeles just 14 passed. It is re- 
n ported that in the first class given the 
% examination at San Francisco, failures 
approached the maximum. In _ several 
other classes at Los Angeles, perhaps 
IS totaling Jess than the’ large one first 
it mentioned, failures exceeded 90%. 
n Complaint has been made that the 
companies and general agents or man- 
e agers had not been notified of the de- 
e Partment’s intention to put the more 
‘ stringent examinations into use. The 
" code sections relative to licensee exami- 
Nations do not require such notification. 
However, the department has issued 
" two circulars which set forth the de- 
fails of the examination. 
. In the case of life applicants, the pro- 
E Vision in the 1947 statute requiring com- 
A Panies to certify that applicants for a 
: certificate of convenience” will be 


+ g8iven a course of training will be ap- 
ADlied literally. 


lYoung Agency Has Big Gain 
G. H. Young of the Young agency of 
State Mutual in New York City reports 
that his agency is following up June, 
during =which agency production rose 
33% over June, 1946, by surpassing 
July, 1946, production during the first 
li) days of the month. For the first 






CE 








six months, the agency is 33% over the 
same period for 1946. 

He attributes the success of the 
agency, in part, to an advanced under- 
writing school. Six men meet daily to 
discuss cases and methods. The course 
is devoted to programming. It aims to 
increase the type of business solicited. 
The agents study a modified job of es- 
tate planning, but it is not a “form” 
plan issued by the company. 


Minehan at Grand Rapids 


William Minehan, executive assist- 
ant of Northwestern Mutual, addressed 
the final meeting of the season of the 
Grand Rapids C.L.U. chapter. There 
was also a forum on methods of busi- 
ness insurance and deferred compensa- 
tion plans. 


Settle Tax Fieene Issue 


WASHINGTON — Congress finally 
settled its dispute last week over the 
social security tax freeze bill. Basis of 
settlement: 1% old-age and survivors’ 
insurance tax each on employers and 
employes during 1948 and 1949; 14% in 
1950 and 1951, and 2% thereafter. 

Social security, particularly OASI 
coverage, benefits, formulas and taxes, 
is scheduled for study and report by the 


Senate finance committee under a reso- 
lution adopted the other day. It author- 
izes employment of an advisory council 
to work with the committee. A some- 
what similar resolution was adopted by 
the Senate last year, but the advisory 
council was never appointed, nor the 
study made. 


Burial Rate Board in Tex. 


AUSTIN, TEX.—A: new burial in- 
surance rate board has been established 
and will begin immediately a study on 
which to set rates. There has been no 
state regulation of burial insurance rates 
in the past. 


Campus Training Survey 


Companies currently are being ques- 
tionnaired as to their attitude on various 
phases of the life insurance marketing 
courses that are presently being con- 
ducted at Purdue, University of Con- 
necticut and Texas Christian. One ques- 
tion asked is whether the company 
thinks that agents will continue to be 
interested in taking part in these courses 
when GI benefits are no longer avail- 
able. Also the company is asked how 
many of its agents have attended these 
classes, how many it estimates will at- 
tend in the next 12 months and whether 


the company would be willing to guar- 
antee to enroll a certain number of 
agents. 

Another question is whether these 
campus courses are regarded as a good 
complement to individual company train- 
ing, and whether it is a sound institu- 
tional program. 


Adjudicate Tenant Issue 


New York Supreme Court Justice 
Benvenga ruled that Metropolitan Life’s 
Stuyvesant Town housing project at 
New York is not a public project. The 
ruling was made in a suit by three 
Negro war veterans against the com- 


pany alleging racial discrimination in 
rental of apartments in Stuyvesant 
Town. The judge said housing accom- 


modation is not a recognized civil right 
and a privately owned and operated 
apartment house may manage selection 
of tenants on any basis most likely to 
insure success of the project and the 
safety of its investment. 


At Riverton, a_ Metropolitan Life 
housing project in Harlem, the first unit 
of the 1,232 apartment project was 


opened to the public and tenants moved 
in on the same day that the Benvenga 
decision was handed down on the Stuy- 
vesant project. 
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A person doesn't become immune to accidents as he grows 
older. Fate doesn't carry a calendar. And Prudential rep- 
resentatives and brokers don't ask it to. 
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R. Bear knows. And, while he may not think so, there 
is an end to the hornets after him. 


But there is no end to the accidental-means death benefit 
in Prudential Ordinary policies. When included, it extends 
for the lifetime of the contract. And it applies equally to 
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“Gosh, Doc, you look bad! How much life insurance 


such a program . 


Bankers /2/e COMPANY 


have you got?” 
é & 


DES / MOINES 


Bankerslifemen Are Always 
Alert to Sales Opportunities 


Admittedly alertness on the part of Bankerslifemen does not 
normally include resisting anesthetics to carry on sales ap- 
proaches ... nor are these approaches as abrupt as the illustra- 
tion shows. However, Bankerslifemen have continually demon- 
strated that they are unusually alert to sales opportunities. 

This awareness of life insurance needs and the ability to 
dramatize those needs can be traced to careful preparation for 
the business and continuing training. 
make sure that the Bankerslifeman is suited for the business 
are a vital preliminary to training which starts in his agency 
and carries on through a three-year Home Office directed, for- 
malized training course. Educational activities are made avail- 
able thereafter to Bankerslifemen throughout their careers. 

Alertness to sales opportunities is just one of the results of 
. just one of the reasons you will find Bank- 
erslifemen the kind of life underwriters you like to know as 
friends, fellow workers, or competitors. 


Selection procedures to 
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Crane Definitely Out of 
N. A. L. U. Trustee Race 


Ernest A. Crane, Northwestern My 
tual Life, states definitely that he wi 
not be a candidate to succeed himselj 
as trustee of N.A.L.U. Although th 
Indiana association had announced j 
support of him, should he run, 
Crane states that the important task ; 
signed him by the president, the revisi 


| Ostheimer Adds Actuary 
‘and Attorney to Staff 


| A, J. Ostheimer III, former chairman 
|of the Million Dollar Round Table, is 
| purchasing the in- 
| terest of Earl Zeb- 
ley in Ostheimer & 
Co. of Philadelphia 
which is prominent 
| in the employe re- 















| tirement field. It of N.A.L.U.’s by-laws, has been com 
will be operated pleted so far as his committee is co 
| now as a sole pro- cerned, and he will not be a candidat 
prietorship. He was first elected a trustee in 193} 

Arthur M. Bre- He then retired from the board by 
mer, formerly as- was again proposed by the Indiana a 


sociation and elected in 1943. He ha 
served continuously since that time. Hj 
total of seven years on the board ¢e 
ceeds that of nearly all men who hay 
held the position except those who wer 
on through the chairs to the presiden; 


sistant actuary of 
John Hancock Mu- 
| tual, has joined the 
organization to 
take charge of the 
actuarial work and William H. Steeble, 
an attorney specializing in insurance and Mr, Crane has addressed many logg 
tax work, is joining the office to take association in the north, east and souti 
charge ot the legal department. Starting in 1933 as chairman of the 

Mr. Bremer has been with John Han- committee on nominations he has sing 
cock the past eight years and has had _ served almost continuously as a membe 
extensive experience in the group annu- of the committee on by-laws and for si 
years has been chairman of that com 
mittee. 





A. J. Ostheimer, III 





Equitable Society Buys 
$2.8 Million N. Y. Property 


Equitable Society has purchased ty 
properties from the American Machin 
& Foundry Co. in Brooklyn and j 
Cheektowaga, Erie County, New Yor 
for $2,850,000. Both properties wer 
leased back to American Machine § 
Foundry for 23 years with four succes 
* sive 10-year renewal options. 

The Brooklyn plant, 200 by 
occupies an entire block in 








700 fee! 
the Bus 


Arthur M. Bremer Ww. 


H. Steeble 


ity field. he was with Man- 


Previously Terminal section bounded by First anf 
ufacturers Life. He is an associate of Second avenues and 55th and_ Sif 
Actuarial Society and American Insti- streets. There is a five story building 
tute of Actuaries. several smaller factory buildings, an 


Steeble is a graduate of the Uni- facilities for coal and materials storag 
Pennsylvania and Harvard on the property. These premises ar 
He has been with the law assessed at $288,000 for the land an 
firm of Freeman, Fox & Steeble. $1,350,000 with improvements. Packag 

Mr. Ostheimer in 1947 qualified for ing machines are manufactured there. 
the 12th consecutive year in the Million The Cheektawaga plant, just outsid 
Dollar Round Table. He has been in- Buffalo, occupies a 40 acre tract on th 
strumental in installing employes’ secur- east side of Houdaille road at Broaé 
ity and pension programs for Chrysler, way. Formerly it was owned by th 
Ford Motor of Canada and others. Buffalo Arms sie 


Mr. 
versity of 
law school. 





Roanrchiened N. W. Mutual Shae 
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Grant L. Hill, right, vice-president and director of agencies, congratulates the wi 
ners of Northwestern Mutual’s top awards for the year. From the left are C. 
Hickman, Eugene, Ore., who wrote the largest net volume; Royall R. Brown, Wins 
Salem, N. C., largest net number of lives winner and Marathon Club president, @ 
Alfred J. Ostheimer III, Philadelphia, who had the largest gross business and 
company production leader. 
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| - | Group Legislation 




















insurance code. 





tin ‘47 Reviewed 
orn My in 
he wij ig 
himsej (CONTINUED ON PAGE 3) 
“a ‘ discrimination bill applied to A. & H. 
un, Mrp policies; (6/1/47). 
, f, ‘ EN 
task as Michigan—Commissioners’ A. & H. 
revisiog§ bill, applying to group as well as indi- 
en comm vidual policies. 
Is Co Minnesota — Adopted commissioners’ 
andidatil A. & H. model relating to filing of 
in 1938 A. & H. policy forms and rates with 
ard by specific application to group; (4/23/47). 
liana aM Validates existing employe benefit plans 
He hal and authorizes domestic corporations to 
me. Hig provide them; (4/23/47). 
oard ex! Nebraska Enacted H. & A. Con- 
ho hav ference model bill with group A. & H. 
ho wen provision; (9/7/47). 
esidencyf Nevada — Permits adoption of group 
ny low plans by “governing bodies” of political 
id soutif subdivisions and public agencies; 
of thi (3/5/47). 
las sine’ 
membe 
d for sf HOSPITAL PAYMENTS 
lat com 
New Hampshire — Allows group hos- 
pital, medical and surgical expense in- 
S surance to pay benefits directly to hos- 
pitals, physicians, surgeons, doctors, 
erty nurses or others furnishing services; 
(5/13/47). Adopted commissioners’ 
ased tw model group life legislation with 31-day 
Machin conversion privilege and limit for group 
and if creditors’ insurance of $10,000 instead 
ew Yor of $5,000; (6/10/47). 
les Wei’ =New Mexico — Commissioners’ model | 
chine # A & H. bill largely followed; other 
r succeg A & H. legislation modeled after laws 
70k in many states. (Effective (6/14/47). 
ia Bus New York — Permits superintendent 
First an t° disapprove A, & H. forms if benefits 
nd seg 2° unreasonable in relation to premium | 
building O° if form provisions encourage _ntis- 
ngs, representation or deception; (7/1/47). 
; stone Also amends group life. law to incor- 
nises a sand features of commissioners’ model 
land de nition with reduction in minimum 
Packa eer of lives from 50 to 25, coverage 
then imitation of $20,000 per life and addi- 
t ould tion of trustee provision of extension (4) 
onl . model bill with repeal of coverage 
. Bea a trustees of fund established by em- 
. by it ployer members of a trade association 


and maintained by employer contribu- 
tions for the sole benefit of employes of 
such employers; (7/1/47). 







Can Issue to Trustees 





North Carolina — Group annuity con- 
tracts and wholesale life defined and 
limited with permission extended to 
issue group A. & H. policies to trustees 
of funds established by employers; 
(7/1/47). Group life statute rewritten 
to enact commissioners’ model law with 
31-day conversion, exception to $20,000 
limitation in connection with pension or 
Profit sharing plan, and coverage for an 
association of persons with common 
professional or business interest modify- 
ing the model law; (7/1/47). . 

Pennsylvania — A resolution adopted 
by the Pennsylvania senate provides for 
the Joint state government commission 
to. conduct a survey, investigate and 
consider the laws relating to group life 
and group health and accident insur- 
ance, to revise and restate those laws, 
and to report findings and conclusions to 
the next session of the general assembly 
and with bills embodying the results of 
its studies prepared for introduction. 
law was enacted permitting issuance 
of group life to trustees of funds estab- 
lished by two or more employes in one 
industry similar to extension 4 of the 
Commissioners’ model with provisions 
that trustees be selected by the employ- 
ers. Another new law reduced the min- 
mum number of lives for group life 
from 50 to 25; (6/21/47). 

; , South Carolina — Definition of group 

A, H. insurance and coverage for 
oes with as ge as 10 lives resulted 

Nn revision of the general ins = 
code; (ajarury. g insurance 

Texas — Group life law rewritten to 
€nact substantially the commissioners’ 
































model but definitions of other than em- 
ployer-employe groups show a marked 
difference. There are no underwriting 
rules for labor union coverage but mem- 
bers must be actively engaged in the 
same occupation. Trustee coverage for 
extension 4 of commissioners’ bill is 
not provided. A $10,000 limit is set on 
group creditors’ life; (5/15/47). 

Utah — Provision for group A. & H. 
insurance similar to New York, with 
provision for employer-employe _poli- 
cies, labor union and association policies, 
and policies issued to trustees of a fund 
all resulted from revision of the general 
Group life section pro- 
vides only for employer-employe policies 
insuring 25 or more employes. Group 
creditors’ life or group life for labor 
unions or trustees not provided for; 
(5/13/47). 


Vermont Action 


Vermont — Enacted commissioners’ 
model group life legislation but with 31- 
day conversion privilege provision, pro- 
vision for coverage for associations of 
public employes and trade associations; 
(6/1/47). Enacted H. & A. Conference 
model A. & H. bill with group provi- 
sion; (6/1/47). However, old forms 
may be used for another year. 

Washington — General insurance code 
revised: Group disability broadly de- 


fined but associations covered must have 
been formed for purposes other than 
obtaining insurance. Group life provi- 


sions based on commissioners’. model 
with 31-day conversion clause. Exemp- 
tion to $20,000 limitation. Coverage 


for public employes’ associations. Em- 
ployers may not profit from group divi- 
dends and retroactive rate reductions; 
(10/1/47). 


Neuweiler Leads Company 


Herman C. Neuweiler, Reno, was 
winner of the president’s month trophy 
for the highest volume of new business 
during June among agents of Bankers 
Life of Iowa. His volume was $185,000. 
Mr. Neuweiler joined the Rowe agency 
at San Francisco last November, and to 
date is leading the company in new 
business. 





Dr. James G. McGrath, high medical 
examiner of Catholic Order of Foresters, 
Chicago, and for many years secretary 
of the medical section of the National 
Fraternal Congress, died at the Mayo 
clinic in Rochester, Minn., where a few 
days previously he had undergone a 
brain operation for removal of a cyst. 
Dr. McGrath was 52 years of age on 
the day of his death. He is survived by 
his widow, a son and three daughters. 


Settlement Options 


Overemphasized 


Denis B. Maduro of New York dis- 
cussed various aspects of settlement op- 
tions at the second C.L.U. Institute at 
the University of Connecticut. He ex- 
posed several fallacies in what he called 
the agent’s “static attitude” that settle- 
ment options are the only proper way 
to dispose of insurance proceeds. 

, Mr. Maduro said the greatest single 
error in insurance distributions is that 
the best interests of the primary bene- 
ficiary are lost sight of in an attempt 
to rigidly provide for remote contingen- 
cies. This results in the primary bene- 
ficiaries getting lesser benefits and the 
contingent beneficiaries getting larger 


benefits. One reason for this is the 
undue emphasis given to academic prob- 
lems of taxation. Then, too, agents 


assume a pessimistic attitude as to the 
ability of widows, children and trustees 
to meet their financial problems intelli- 
gently. 


Myracle Named in Texas 

Jesse T. Myracle has been named 
general agent of Manhattan Life at Mar- 
shall, Tex. He was formerly in the 
Dallas office as an agent. 
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Photographs Are Beautiful 


Last week’s “Life” magazine carries 
a beautiful set of photographs in a fea- 
ture article on Metropolitan Life. These 
pictures (and Metropolitan) are framed 
in warped, polychrome words. 

Take this statement: ‘The profit ha's 
become so tidy since 1868, when Metro- 
politan Life was founded, that the com- 
pany now holds more than $4 billion in 
U. S. government bonds, $243 million in 
Canadian bonds, etc., etc.” The money 
which a policyholder pays the insurance 
company for his future benefits is not 
profit. These Metropolitan assets of 
over $8 billion are offset by $7% billion 
liabilities, of which $7 billion is set aside 
as reserves to pay claims. 

Or this: “With every dollar it 
ceives in premium payments, Metropoli- 


re- 


tan earns 22c in profit.” “Life” arrived 
at this figure by dividing the investment 
income by the total premium income. 
But that “profit” is earned not only on 
the current year’s premiums but on the 
total ledger assets. The misleading fig- 
ure of 22% boils down to 3.01%. invest- 
ment income on mean ledger assets. 
Or, “Metropolitan, like other insur- 
ance companies, still computes pre- 
miums with the aid of mortality tables 
compiled in 1868. This is a_ highly 
profitable practice.” Not a word about 
lowered interest returns or the modern 
commissioner’s standard ordinary table 
which companies are already introduc- 
ing. 
Yes, 
indeed. 


those photographs are beautiful 


Reappraising the Compensation Question 


What is wanted in connection with 
this agents compensation question is to 
come to grips with the facts and to clear 
the atmosphere of suspicion and ill feel- 
ing. The current agitation probably in- 
dicates that a reappraisal of the situation 
is in order. It was some 10 or 12 years 
ago that companies and agents hand in 
hand tackled this question in a compre- 
hensive way and agreed pretty well on 
fundamental principles. Many of the 
companies have undertaken to translate 
those principles into contract terms. It 
is entirely conceivable that in view of 
changed economic conditions, the prin- 
ciples and the terms are not as accept- 
able to the field now as they were a 
decade ago and it may be well to con- 
duct .a thoroughgoing study and 
sampling of sentiment under temperate 
skies. 

It is important, we think, for every- 
one to keep in mind the historical per- 
spective. That will keep tempers down 
and will be more conducive to construc- 
tive research. A decade ago the heavy 
accent was on security. The depression 
tragedies were still poignant. All hands 
agreed that everything possible should 
be done to protect the veteran, career 
agent in his declining years and that 
more could be directed his way only by 
reducing what was paid to the in-and- 
outer. 

Today, perhaps, the accent has shifted 
to independence. There is a ripple of 
resentment at contract conditions that 
entail a penalty for switching connec- 
tions. The changes that were made in 
the interest of security are now regarded 
in some quarters as creating a state of 
dependence. It is perhaps significant 


that many of these critics are very sub- 
stantial producers. These men, of 
course, are not by any means renounc- 
ing the idea of security, but the factor 
of independence certainly bulks large in 
their consciousness, and they do not ad- 
mit that the mathematics of the situa- 
tion is such as to require sacrificing 
independence to get security. Not by 
way of prejudging the issue, but simply 
as a matter of historical interest, the 
most pathetic cases of depression col- 
lapse were the very large producers of 
days gone by whose nine 5’s had run 
out on them. 

The N.A.L.U. questionnaire on agents’ 
compensation should serve to help pin- 
point the problem and reduce the area 
of discussion into one in which conclu- 
sions can be more readily reached and 
a consensus arrived at. Although pos- 
ing a rather formidable assignment pro- 
gressive company management is taking 
pains to complete as faithfully as possi- 
ble this questionnaire. While this can 
help to lead to a close identification of 
the issues involved, the results will have 
to be catalogued with real understand- 
ing or comparisons will be superficial 
and unsound. For instance, in compar- 
ing contracts, it is necessary not only 
to consider the rates of commission but 
also to take into account company 
prestige, the amount .of advertising that 
a company does, the extent of the field 
supervision that is provided, the pros- 
pecting assistance that is given and 
the, other factors that help the agent 
produce dollars of commission. The 
N.A.L.U. has a responsibility here to 
interpret the returns judiciously. 


Perhaps the first thing that has to be Walker 


done in a reappraisal of the question is 
to ascertain the cost of doing what the 
critics are requesting. Among these re- 
quests are that renewals should be fully 
vested or in the alternative that they 
be fully vested while the agent remains 
in the insurance business regardless of 
company affiliation and that if he leaves 
insurance, his renewals should be paid to 
the man to whom the business is as- 
signed. Also, there is a demand that 
service fees should be retroactive on old 
business. 
quarters to requiring agents then under 
contract to give up benefits in connec- 
tion with previously written business to 
get the advantages of the new contract 
terms. There is also occasionally heard 
the criticism that provisions such as 
vesting privileges of retirement schemes 
are considerably more restrictive than 
they need be. 

From the company standpoint it will 
be necessary to catalogue these various 
criticisms and then arrive at some ap- 
proximations of cost of providing what 
is wanted. The conviction, we are sure, 
exists in company circles that these 
costs are beyond the allowances of the 
New York law. Nevertheless to face 


Knowledge Is the Real Great Power 


Insurance salesmen have discovered that 
today there i§ a demand on part of the 
public for far more knowledge regard- 
ing their coverage than in the past. The 
buyer of insurance, whatever kind it 
may be, realizes at once if he is dealing 
with a One who understands 
his subject, who has comprehensive 
knowledge and can fit the contract to 
the individual of the purchaser. 
In the old days selling was done by 
sheer personality, back slapping 
methods, 


master. 


needs 


by 
GLC. 


There is objection in some, 


the issue it will be necessary to projeg 
the figures. 

If these figures prove that the Ney 
York law is indeed a barrier and tha 
over and beyond that to give what 5 
wanted premium rates would have to by 
increased, the $64 question is presente; 
of whether to advocate amendment gf 
the law and whether to consider increas. 
ing premium costs. Assuming that 
amendment of the law would be poli 
ically feasible, agents advocating liber 
ization of contract terms will be fae 
across the conference table with a ny 
ber of questions such as whether 
creased insurance costs might not 
into the hands of savings bank life 
surance, whether government encroag 
ment through social security might 4 
be stimulated, whether marginal agent 
would not be attracted to the field ang 
whether mass underwriting scheme 
might not be extended to the point of 
impairing the field for individual sales 

There is apparently sufficient unres 
on the part of a portion of the field 
force to indicate that the issues need 
to be ventilated and a forum provided 
for an unembittered industry approach 
to the problem. 








Insurance has become more intricate 
The purchaser desires to know exactly 
what he is buying and how it will solve 
his problems. The salesmen who are 
students are making great progress, 
They are not content with knowing 
simply what they have learned in the 
past but they desire. to continue to 
learn. They are taking courses in insur 
ance. They are buying special services, 
They realize that the time and money 
spent in better preparation is capital 
well invested. 








~ PERSONAL SIDE OF THE BUSINESS 





Winifred Cornell, executive secretary 
of Detroit Assn. of Life Underwriters, 
was in Chicago investigating the head- 
quarters setup of the life underwriters 
association of that city, which is in 
charge of Miss Joy Luidens. The head- 
quarters work of the Detroit Life Un- 
derwriters, Managers and C.L.U. is now 
being put under one roof, as it is in Chi- 
cago, and Miss Cornell gathered much 
valuable information at Chicago. 

Howard Kacy, vice-president of Aca- 
cia Mutual Life, has been named chair- 
man of the Washington Board of Trade 
committee on congressional relations. 

Richard B. Evans, president of Co- 
lonial Life, has been elected a director 
of Commercial Trust Co. of New Jersey, 
Jersey City. 

F. Edward Walker, 
Agency, Salt 


the 
has 


manager of 
Lake City, 


been elected commander of Salt Lake 
American Legion Post No. 2. Mr 
Walker saw service in both wars and 
in the latest war was stationed at San 
Francisco as navy commander in charge 


of selective service for northern Calt 
fornia. 
Walter A. Schworm, agent Mutual 


Mutual Benefit Life at Buffalo for 3 
years, has become a member of _ the 
Million Dollar Round Table. He isa 
past president of Buffalo Life Under- 
writers, Inc., and former vice-president 
of the Buffalo C. L. U. chapter. 

Robert E. Henley, president of Life 
of Virginia, has been elected to member 
ship in the Society of the Sons of the 
Revolution. 

Three noted University of Minnesota 
football players of a decade ago, now 
with the Robert E. Shay agency o 
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Bankers Life at Minneapolis, are among 
fve from that agency who have quali- 
fed as charter members of the 1947 
President’s Club of Bankers Life. They 
are Sheldon Beise, Harold Van Every 
and Vernal LeVoir, all star backfield 
men at Minnesota. The other two are 
E. G. Flick and F. X. Roach. 

Harry A. Wood, new assistant comp- 
troller, and L., A, Timmerman, new 
auditor of Northwestern Mutual Life, 





A. Wood 


L. A. Timmerman H. 


both have long service 
the company. 

Mr. Wood joined the secretarial de- 
partment in 1901 and five ‘years later 
was transferred to the auditing division. 
He became traveling auditor in 1924 and 
auditor in 1932. 

Mr. Timmerman joined Northwestern 
Mutual in the secretarial department in 
1925, specializing in income settlement 
plans. He was named supervisor in 1937. 

George H. Means, district manager of 
Metropolitan Life at St. Louis for many 
years, has been retired under perma- 
nent disability benefits. He has long 
been active in association work. 

John Boyle of Chicago, manager of 
Minnesota Mutual Life, is spending a 
vacation in his old haunts in Ireland. 

Hugh H. Earle of Salem, Ore., has 
been nominated by President Truman 
for collector of internal revenue for 
Oregon. He is 68 years old and for- 
merly was insurance commissioner and 
fire marshal. 


records with 


Mr. Earle was a general insurance 
broker in Eugene, Ore., for 16 years 


prior to becoming commissioner in 1935. 
He served in the latter office for four 
years under Governor Martin and a year 
under Governor Sprague. 

Utley-Moritz Co. has been formed at 
Grand Rapids, Mich., by F. Hugh Utley, 


local agent, and George Moritz, repre- 
senting Aetna Life. Utley will handle 
fire and casualty lines and Moritz will 
direct the life branch. 


DEATHS 


James F. Rodgers, 56, who with the 
late Orville Thorp founded the Texas 
agency of Kansas City Life, died at San 
Antonio, where he had resided the last 
six months. He served as vice-president 
and agency director of Texas Security 
Life and later organized Rural Life and 
became its first vice-president. He was 
a past president of Dallas Assn. of Life 
Underwriters and Dallas General Agents 
& Managers Club. °* 

Dell M. Wade, 62, general agent of 
Aetna Life at Fargo, N. D., died there 
aiter more than.45 years with the com- 
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pany. His entire business career was 
spent with Aetna Life. He joined the 
organization in 1902 in the St. Joseph, 
Mo., agency and subsequently was made 
cashier. He was later transferred to 
Kansas City in the same capacity. He 
had been general agent at Fargo since 
1927. 

Mr. Wade was a former president of 
both Fargo and North Dakota Life Un- 
derwriters Assns. 

J. M. Feagle, district manager of Met- 
ropolitan ‘Life at Atlanta, died there. He 
Was a veteran of many years’ service 
with the company. 

Harry Shapiro, 62, field inspector of 
Metropolitan Life for 37 years, died sud- 
denly at Buffalo. 

Lewis L. Smart, 64, loan and real 
estate supervisor of Equitable Society, 
died at Detroit after a long illness. 

Paul E. Faw, 55, secretary of Shenan- 
doah_ Life’s premium _ collections 
department, died at his home at Roan- 
oke. He was with the First National 
Exchange Bank of Roanoke before join- 
ing Shenandoah Life in 1927. He was 
appointed secretary of its premium col- 
lections department in 1934. 

G. Francis McNamara, 41, veteran life 
insurance man of Waterville, N. Y., died 
in a Utica hospital. He formerly was 
supervisor for State Mutual Life at 
Utica and in 1937 became an insurance 
broker, writing all lines. 


Proceedings of Hemispheric 
Conference Are Published 


WASHINGTON — Proceedings of 
the first hemispheric insurance confer- 
ence held in New York in May, 1946, 
have just been published. 

The conference was sponsored by the 
U. S. Chamber of Commerce and the 
Inter-American Council of Commerce 
& Production, and was attended by 72 
insurance executives from 15 countries. 

The 350-page book is printed in both 
English and Spanish. Each page of text 
has a translation on the opposite page 
in corresponding paragraphs. It con- 
tains 42 addresses, papers and technical 








discussions on fire, casualty, surety, ma- | 


rine, aviation and life insurance. 
shown are five pages of pictures of those 
who participated, and a roster of dele- 
gates. 

Copies may be purchased for $5 each 
from the insurance department of the 
U. S. Chamber of Commerce, Washing- 
ton 6, D.C. 


Study Va. Law Changes 
RICHMOND — A special committee 
of the Virginia advisory legislative 
council making a study of Virginia in- 
surance laws to determine what changes 
may be needed to comply with PL 15 
and the S.E.U.A. decision, was in ses- 
sion in Richmond last week and plans to 
meet again in the early fall. The com- 
mittee is headed by Edmund T. DeJar- 
nette, a past president of the Virginia 
Assn. of Insurance Agents. Some 
classes of insurance already are so well 
regulated in Virginia that the commit- 
tee doubts that any changes will have 
to be made in the laws but there are 
other classes where some changes un- 
doubtedly will have to be made. 


Lf 


. 


BG) 
PACKAGED PROFITS & 


President 


“COLUMBUS MUTUAL | 
LIFE INSURANCE COMPANY: 
Columbus 16, Ohio 





Also | 








Have You the Ability to 


HEAD UP AND DIRECT AN 
AGENCY OF YOUR OWN? 


rhere will come a time when you must de- 
cide whether you are content to go ahead as 
a personal producer. Or head up an agency 
of your own. 


There is a ceiling, somewhere, on your 
future as a personal producer. But if you 
have initiative and organizational ability, 
you can magnify yourself without limit 
by building your own business. 


Continental Assurance ... with a record of 
growth with few if any parallels . . . is ready 
to explore the possibilities of a richer, un- 
limited future with capable personal pro- 
ducers now ready to step out. 


One of Our Prominent 

General Agents Says: 
“I would choose C.A.C. because its strength, 
growth and policy facilities will challenge 
your mettle, help you grow and keep you 
growing. You just can’t be with a champion- 
ship company and not become a bit of a 
champion yourself.” 


ONE OF AMERICA’S FASTEST GROWING 
LIFE INSURANCE INSTITUTIONS 


Ask for Details About Our 
Attractive Agency Plan 
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NEWS OF LIFE COMPANIES 





Cord at a party’ at the home office in 
honor of his 42nd birthday anniversary. 
It represents a gain of about $70 million 
in the five years he has been the com- 
pany’s chief executive. Mr. McCord 
paid tribute to Vice-president Joe 
Woodward and the agency force for the 
notable production record. All home 


Southland in Force 
Figure $250 Million 


Attainment by Southland Life of the 
$250 million goal of insurance in force 
was announced by President W. C. Mc- 





"A neighborly company" was the "‘in- 
a-word'' description of the Central 
Life of Illinois at a recent civic cele- 
bration honoring one of our general 
agents. 


So many human relations are included 
in the term "neighborly". . . friendli- 
ness, understanding, helpfulness, sin- 
cerity. It conveys a warmth of feeling 
born of sharing sorrow . . . enjoying 
good fortune. What more truly per- 
sonifies the mission of a life insurance 
company! 


This spirit of neighborliness is reflected 
not only in the relationship between 
our field men and their policy owners, 
but characterizes the close association 
between the Home Office and the 
Field. 


The complete line of policies . . . the 
sales aids .. . added to this "'neighbor- 
liness'' offers the career life insurance 
man a real opportunity. 


CENTRAL LIFE 


Insurance Company 


ILLINOIS 


Founded 1905 
Alfred MacArthur, President 
211 W. Wacker Drive 


OF 


Chicago 6, Illinois 
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office employes and a few 
tended the party. 


guests at- 





Federal Life Insurance 
Gains, Earnings Are Up 


At the quarterly meeting of the direc- 
tors of Federal Life of Chicago, Presi- 
dent L: D.. Cava- 
naugh reported 
that the results for 
the six months 
ending June _ 30, 
were most gratify- 
ing not only as to 
gains in insurance, 
both life and acci- 
dent and health, but 
also as to earnings. 

President Cava- 
naugh stated that 
on June 30 life in- 
surance in force 
exceeded $110,500,- 
000, a gain of ap- 
proximately $4 million for the six-month 
period. Also A. & H. premium income 
for the six months was $1,233,000, an 
increase over the corresponding period 
of 1946 of nearly $170,000. 

The company shows a slight gain in 
surplus over Dec. 31, after retirement of 
stock under the mutualization plan for 
$150,000. Bond holdings constitute about 
55% of its assets. All these bonds were 
in good standing both as to principal 
and interest on June 30. 


L. D. Cavanaugh 





Ohio State Life Reports 
Results for Six Months 


New paid-for insurance written by 
Ohio State Life the first six months was 
$11,513,682, President Claris Adams re- 
ported at the sami-annual meeting of 
directors. This is 10% below 1946, but 
represents an increase of 50% over 1945, 
the company’s best year up to that time. 

As of June 30 insurance in force was 
$173,717,281. Admitted assets were 
$41, 132,084 and capital, surplus and con- 
tingency funds totaled $3,877,054. Gain 
in insurance in force was $7,385,759 and 
assets showed an advance of $1,875,993. 

President Adams reported that the 
bottom in interest rates apparently has 
been reached. There is some sign of 
stiffening, particularly at the short term 
level. Yield on company investments 
improved fractionally for the first time 
since the war years. Mortality was dis- 
tinctly favorable. A gratifying increase 
in accident and health insurance was re- 
ported. 





Continental Record 


An increase of $83,652,419 in insurance 
in force was recorded by Continental 
Assurance during the first six months of 
1947. This was the largest gain ever 
made in a first six months’ period. Total 
insurance in force as of June 30 was 
$785,961,708. 

Assets increased $6,166,875 to $93,- 
949,830. Surplus increased $432,282 to 
a total of $5,276,826. The contingency 
reserves total $2,505,000 and capital re- 
mains unchanged at $2 million. 





Report on Standard, Ore. 


The report of a convention examina- 
tion of Standard of Oregon as at Dec. 
31, 1946, has been released showing as- 
sets of $32,664,162 and surplus $2,323,- 
388, which includes $350,000 contingency 
reserve. This does not, however, in- 
clude a voluntary contingency reserve 
for adjustment of interest rate on policy 
reserves of $766,494. 

Insurance in force totals $108,925,396 
and there were 41,846 policies. Mortality 
ratio in 1946 was 30.8. The examiners 
commend Standard’s action in setting 
aside a voluntary contingency reserve 
for strengthening policy reserves be- 
cause of the decline in rate of. interest 
earned. The new home office building, 
according to the examiners, aside from 
producing a substantial income, pro- 
vides increased space for additional fa- 
cilities. 

The substantial profits realized from 








the sale of securities, favorable mor. 
tality experience and gains from. insyp. 
ance operations have been sufficient ty 
provide the dividends paid to Policy. 
holders, voluntary contingency Teserye 
to strengthen policy reserves and an in. 
crease in surplus in the amount of $239. 
121, during the three- -year period rm 
viewed by ‘this examination. The state; 
participating in the examination wer 
Oregon, Utah and Washington, 





Lay Cornerstone Aug. 1 — 


The cornerstone of the new hom 
office building of North American Lik 
& Casualty at Minneapolis will be laicll 
Aug. 1. ‘Construction has been pf. 
gressing steadily since ground Wa 
broken last fall. A group of agents who 
have qualified on a production basis yil 
be special guests at the ceremony. 


SALES MEETS 


Farm Bureau Will Hold _ 
Convention at Buffalo 


With 215 district managers from 2 
eastern states and District. of Columbiz 
in attendance, Farm Bureau Life wil 
hold a sales convention at Buffalo Aug 
12-14. 

In addition to the business sessions, 
many entertainment activities ar 
planned. 

Headline speakers will be Dr. A. R 
Mangus, professor of rural sociology, 
Ohio State University, anl Murray D, 
Lincoln, president of the Cooperative 
League of the U.S.A. and general man 
ager of the Farm Bureau companies. 














Next Convention in Ont. 


Ohio State Life will hold its next agen: 
cy convention on Lake Rosseau, Ont. Al 
ready six members of the field force hav¢ 
qualified for attendance at the conven: 
tion: J. C. McFarland, Cincinnati; D, A 
Sheidler, Columbus; C. McGinness, Gal: 
lipolis; Vernon Brown, Tiffin; Donaliff 
Ham, Toledo, and Emil Hein, Bakers 
field, Cal. 


Carolina Life Sales. Meet 


Carolina Life will hold its annul 
agents meeting at Partridge Inn, Aw 
gusta. More than 125 agents from 
Georgia, Florida and South Carolina ar! 
expected. J. T. Baxley of the August 
district will preside. 


Pick Edgewater for 1948 


The Edgewater Beach Hotel, Ghi- 
cago, has been selected for the 194 
convention of the production clubs 4 
General American Life. 

Officers of the 1947 production clubi 
announced at the recent Mackina 
convention are: President’s Club, V.E 
Behrens, Abilene, president; Fred fF 
Sale, St. Louis, first vice-president, ani 
D. G. Colwell, Dallas, second vice- pres 
ident. Leadership Club, Mrs. B. P 
Bierman, Pittsburgh, president; S. F. 
McBroom, Fort Worth, first vice-pres 
ident, and James E. Fly, Nashville 
second vice-president. 








Second Guarantee Mutual School 


Guarantee Mutual Life this week hell 
its second school in advanced under 
writing at Minneapolis, with agenti 
from Minnesota and North Dakota at 
tending. The first session. was held ai 
the home office earlier in the month fo 
Nebraska and Iowa field men. 

Further sessions aré scheduled # 
Portland, Ore., Los Angeles, Dallas 
and Chicago. 








Honor W. Va. Commissioné 


David J. Butler, new West Virgitl 
commissioner, was honor guest at 
joint meeting of the Life Underwritet 
Assn. and Fire & Casualty Agents Asst 
of Morgantown. 

He outlined his views as to agemt 
qualifications and his desire to raise tht 
standard of individual agents. 
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LIFE AGENCY CHANGES New Paris, Gomenel Sigenoy iy acca eae 
The Blair-Creamer General Agency “ Allen Baker has been appointed dis- 
. : C has been established at Paris, Tex., by trict manager at Columbia, Mo., and 
cluded ‘time with the Janesville Sand & Raymond H. Blair and James W. Cloy E. Whitney’at Kirksville, Mo., for 
Flanagan to Coast Gravel Co. of which his father was the Creamer and will represent General General American. 
~ ~ head and he was a member of the board American Life in 15 counties in north- 

for Fidelity Mutual rn Kaew, t Calton a ort with east Texas, Mr. Blair has had 16 years’ Name Uren at Oakland 

aS Se are on eee ae experience in supervising agents and James William Uren has been ap- 


assistant man- 
for. Fidelity Mutual 
Life, has been ap- 
pointed general 
agent of ‘that com- 


John T. Flanagan, Jr., 
ager of 


agencies 


pany at Los An- 
geles, effective 
Sept. 1. He = suc- 
ceeds H. J. Gar- 


retson, who has en- 
tered the mortgage 
investment field. 

Mr. Flanagan 
joined Fidelity 
Mutual in 1943 as 
St. Paul general 
agent, and _ two 
years later went to 
the home office as 
manager of sales promotion. He became 
assistant manager of agencies in Janu- 
ary this year. He is a graduate of St. 
Thomas College, St. aut 


J. T. Flanagan 


Lane New Life Manager 
for Cramsie-Laadt 


Thomas O’C. Lane has been ap- 
pointed manager of the life department 





of the Cramsie-Laadt & Co. general 
agency of Northwestern National Life, 
Chicago. 


He is a returned service man who has 
just completed the Northwestern Na- 
tional’s home office school course, is a 
member of the distinguished service 
club of that company and is serving on 


the educational committee of the Chi- 
cago Assn. of Life Underwriters. He 
also took the course in life insurance 


fundamentals in the business school of 
Northwestern University. 

He shipped before the mast as an A.B. 
previous to the world war and_ had 
considerable experience in maritime 
work throughout the world before join- 
ing the navy. He served in many posi- 
tions and later in the navy earned the 
rank of GM2/c. For most of the war 
he was stationed at Great Lakes in 
charge of small arms and automatic 
arms maintenance and repair. 

Mr. Lane attended Colorado College 
and then Lake Forest College, studying 
law. He also took a commercial law 
course at Northwestern University and 
various other courses, including naviga- 
tion and seamanship as well as study- 
ing economics at Henry George School 
of Social Science. 

His previous business experience in- 








THE UNION LABOR 
LIFE INSURANCE 
COMPANY 


MattrHew WOLL, President 
570 Lexington Avenue 
New York 22, N. Y. 





An old-line, legal reserve institution, 
offering Group and Ordinary Life, 
and Group Health, Accident and 
Hospitalization coverage. 


Inquiries regarding sales oppor- 
tunities welcome. 

















department and later with the Goodyear 
Tire and recently Isthmian Steamship 
Coa: 

Cramsie-Laadt & Co. has represented 
Northwestern National for many years 
as general agent and has done an out- 
standing production job for a general 
insurance agency. 





Three Managerial Shifts in 
Midwest for Metropolitan 


Three shifts have been made by Met- 
ropolitan in the midwest. Henry V. 
Party, manager at Salina, Kan., has 
been transferred to Pittsburg, Kan., as 
manager to succeed Bertrand L. Ehr- 
mann. Richard C. Brown, manager at 
Hannibal, Mo., succeeds Mr. Party at 
Salina, and Clarence E.- Wiesner, field 
training supervisor in the southwest, 
takes over at Hannibal. 

Mr. Party started in the business with 
Kansas City Life, and later was with 
Reliance Life. He joined Metropolitan 
in 1925 and two years later was named 
assistant manager at Sedalia. He has 
been assistant manager in Jefferson 
City and in 1930 became manager at 
Pine Bluff, Ark., and subsequently at 
Moberly and Pennway, Mo. 


Mr. Brown joined Metropolitan in 
1929, becoming assistant manager at 


Joplin the following year. He has been 
general assistant manager in the south- 
western territory and in 1940 went to 
the home office as field training super- 


visor. He became manager at Hannibal 
in 1944. 
Mr. Wiesner started with Metropol- 


itan in 1933, has been assistant manager 
at Sioux City, and field training instruc- 
tor since 1941. 





Monarch Splits Ivey Realm 
Into Three New Agencies 


With the retirement of Walter M. 
Ivey, general agent for Monarch Life 
at Pittsburgh since 1916, his broad ter- 
ritory is being divided into three agen- 
cies with headquarters at Pittsburgh, 
Erie and Charleston, W. Va., respec- 
tively. At Pittsburgh, Richard Muller, 
who has been with the Ivey agency for 
a years, will be in charge. Walter M. 
Given, Jr., also a veteran Ivey agent, 
will head the Charleston agency. 
Thomas Sharp, assistant in the agency 
department of Monarch home office for 
several years, will take over in Erie. 


Banquet Signalizes Move 


Mr. Ivey’s retirement was signalized 
by a banquet in Pittsburgh at which 
R. C. Laub, vice-president and agency 
manager, was toastmaster and Clyde 


W. Young, Monarch president, was 
principal speaker. They both devoted 


their remarks to the accomplishments 
of Mr. Ivey. The banquet was attended 
by 46 agents, their wives and office per- 
sonnel. Mr. Ivey received a combination 
clock, barometer and thermometer from 
the company, and a lounge chair from 
his agency associates. He plans to retire 
to his Florida home. 





Miller Manages New S. C. 
Setup of Equitable, N. Y. 


A new agency embracing all of South 
Carolina has been created by Equitable 
Society with Joseph H. Miller as agency 
manager. 

He is past president Columbia Life 
Underwriters’ Assn. and past secretary 
South Carolina association. He _ will 
have headquarters in Columbia. 

His new territory formerly was served 
by the E. R. Jeter agency, Rock Hill, 
S.C. Mr. Jeter has been named director 
of agencies for the southern department 
of Equitable. 


agencies. Mr. Creamer has been in life 


pointed manager at Oakland for Man- 






















ALL 


HERE IS AN OPPORTUNITY 


to have your own Agency and at the same time 
enjoy the many additional advantages of offer- 
ing a COMPLETE line of protection to your clients. 
Accident, Health and Hospitalization forms, 
when added to an excellent series of Life Policies, 
are powerful aids to new appointees. 


Managerial opportunities for qualified men are 


now available in the newly-opened states of 


ILLINOIS, 


INDIANA, MICHIGAN and OHIO. 


* 


Please direct inquiries to 
A. LINUS PEARSON 


ASSISTANT VICE PRESIDENT 


176 W. Adams, Chicago 3 


* 


NORTHERN LIFE 
INSURANCE CO. 


SEATTLE, WASHINGTON 


Established 1906 
D. M. MORGAN, President 
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HEALTH and ACCIDENT 
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THE PAN-AMERICAN LIFE OFFERS... 


‘alll A complete line of Policies on Participating and Non- 


= M@ Oue of the most liberal 


Participating Plaus. 


Agency Contracts in America. ka A Recruiting Plan 


~ and Special Training for New Fieldmen. Gi A New System, 


relieving General Agents from detailed Agency Accounting. Attractive and 


Effective Sales Aids and Policy [lustrations.& Prospects for Insurance 








furnished through a Proven Systen. 


OVER TWO HUNDRED NINETY MILLION IN FORCE 


For Information Address: 
CHARLES J. MESMAN, Superintendent of Agencies 








hattan Life, succeeding Harold Stribling 
who resigned to take the San Francisco 
general agency for State Mutual Life. 
Mr. Uren was formerly an agent at 
Oakland for Equitable Life of Iowa. 


Moeller St. Paul Assistant 


Ed Moeller has been’ appointed as- 
sistant manager at St. Paul of North 
American Life & Casualty. He joined 
the company’s sales staff in January, 
1946. 


Opens Memphis Branch 


Federal Life & Casualty has opened a 
branch office at Memphis, with R. Q. 
Mitchell in charge, to cover west Ten- 
nessee. 


Curtis Spokane Manager 


Edward L. Curtis has been appointed 
Spokane manager of Standard of Ore- 
gon. He was for many years a Boy 
Scout regional executive before joining 
Standard in 1944. He has qualified for 
the Leaders Club every year since then. 


Call Columbus Head 


Dudley M. Call has joined Jefferson 
National Life as manager at Columbus, 
He has been engaged in the life 
insurance business at Columbus for a 
number of years. He has been with 
Equitable Society. 

Thomas Davis, Jr., has become dis- 
trict manager at Springfield, Mo., for 
John Hancock Mutual Life. 

Francis M. Casey is a new district 
agent at Cape Girardeau, Mo., for Lin- 
coln National Life. 


‘COMPANY MEN 


Batchelder Succeeds 
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Yard as U. S. Life 


Treasurer 


Nicholas Yard has resigned as treas- 
urer of United States Life, and William 
C. Batchelder has been elected to suc- 


| ceed him. 


Mr. Yard has been with the company 


| for for many years and is well known in 


banking and investment circles. Prior to 
Life he was financial ad- 
visor for American-International in the 
far east. He will continue as director 
and will advise the company in connec- 
tion with foreign investments. 

Mr. Batchelder has been with U. S. 
Life since 1936, first as manager of the 
real estate and mortgage department and 
later as assistant treasurer. Before that 
he was with Bond & Mortgage Guaranty 
Co. During the war he served in the 
army air forces with the rank of major. 


Name Dolak Conn. Mutual 
Second Vice-President 


Connecticut Mutual has advanced 
Michael C. Dolak from financial secre- 
tary to second 
vice- president. Mr. 
Dolak is in charge 
of stock and bond 
investments. He 
was made assistant 
secretary in 1942 
and financial secre- 
tary in 1946. 

Prior to joining 
Connecticut Mu- 
tual in 1935, he 
was with New 
York Trust Goi; 
the U. S. railroad 
administration and 
the Interstate 
Commerce Commission. An authority 
on railway securities, Mr. Dolak has ad- 
vised several railway reorganization 
committees. He is a member of the 
state of Connecticut investment com- 
mittee. A native of Iowa, he is an al- 
umnus of the University of Iowa. 





M. C. Dolak 


W. H. Schmidt Assistant 
Actuary of Mutual Life 


William H. Schmidt has been ap. 
pointed an assistant actuary of Mutual 
Life. He is a 32-year-old war veteran 
who served as a lieutenant (j. g.) with 
the navy for nearly three years. He 
joined Mutual’ Life’s actuary’s depart. 
ment in 1943. Hes a fellow of Actuarial 
Society of America and American In. 
stitute of Actuaries. 

Mr. Schmidt was graduated from §¢t, 
Stephen’s College, Annandale-on-Hud. 
son, N. Y., in 1934 and did graduate 
work at Harvard. 


Honor Burns on 45 Years 


President Albert Burns of Baltimore 
Life was honored by the home office 
staff for his 45 years with the com- 
pany. 

Mr. Burns started as a clerk and has 
worked his way through all the com- 
pany departments including the offices 
of treasurer, secretary and vice-presi- 
dent. 





Hamilton to Home Office 


Clint Hamilton, traveling group su- 
pervisor of California-Western States 
Life since 1943, has been appointed su- 
pervisor of group field service at the 
home office. He was formerly group 
representative at Los Angeles. He will 
operate under the general supervision of 
Neil E. Simpson, superintendent of 
group sales. 

Ray E. Nelson, formerly in the invest- 
ment department, is appointed group su- 
pervisor at Sacramento, succeeding 
Clyde Bruhn, who resigned to become a 
personal producer. Alfred Dixon, who 
has been in the claim department for 
several years, has been appointed group 
representative in the Fresno agency. 





New Asst. Medical Director 


Dr. Thomas S. Sexton, who recently 
joined the home office medical depart- 
ment staff of Massachusetts Mutual 
Life, has been made assistant medical 
director. He served in the army medi- 
cal corps for four years during the war, 
entering service as a first lieutenant and 
advancing to major. He was flight sur- 
gean with the 316th Troop Carrier 
Group, E.T.O., and later assistant wing 
surgeon, 52nd Troop Carrier Wing. 

He was graduated from West Virginia 
University in 1935, received his M.D. in 
1939 from the University of Maryland 
college of physicians and surgeons, and 
interned at Mercy Hospital, Baltimore. 
He twice held a fellowship in internal 
medicine at Mayo Foundation. 





North American Life, Toronto, has 
appointed R. G. Waylett manager of its 
group sales division. 


ACCIDENT 


Los Angeles Association 
Now Fifth in Membership 


LOS ANGELES — The Accident & 
Health Underwriters Assn, of Los An- 
geles had the largest attendance since 
organization at its July meeting. Presi- 
dent Walter McKee, Connecticut Gen- 
eral Life, said that with 110 paid mem- 
bers as of July 1, it held fifth rank 
among the associations of the cour 
having risen from 21st place Jan. 

William E. Lebby, state An ants of 
Massachusetts Indemnity, gave a short 
resume of the proceedings of the Na- 
tional association at Boston, and read 
a short excerpt from the ‘address of 
Walter G. Gastil of Connecticut Gen- 
eral Life, which made such a hit at 
the national convention. 

President Walter E. Mast of the Cali- 
fornia Assn, of Accident & Health Man- 
agers Clubs announced that the state 
convention will be held here Oct. 24, 
and gave a brief outline of what is 
planned. 

D. C. MacEwen, superintendent of the 
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and_ sickness department of service “not only for coal miners, but sation, W. D. Davidson, Equitable So- able Society; secretary, Mrs. E. F. Chil- 
Occidental Life, talked on the “Growth for all persons throughout the United ciety; bulletin, H. G. Walter, W. A. cott, Equitable Life of Iowa; treasurer, 
Polly Brummett, Northwestern Mutual 


and Development of the Accident & 
Health Insurance Business.” 


Disability Joint Committee 
to Meet in Chicago 


Encouraged by the many responses 
received on the questionnaire which it 
submitted to representatives of all phases 
of the accident and health industry last 
month, the disability insurance joint 
committee has called a meeting for 
Aug. 10 at the headquarters of the 
Health & Accident Underwriters Con- 
ference in Chicago, when it will begin 
its study of the results. 

Additional questionnaires are arriving 
daily and the committee members are 
busily engaged in analyzing the results 
so that they can be easily reviewed at 
the meeting. All individuals who re- 
ceived the questionnaire are being urged 
to submit their information promptly so 
that the representation will be as com- 
plete as possible. 


Other Studies Planned 


In addition to this study, the com- 
mittee will discuss other problems in- 
yolving the specific coordinated action 
of the conference and the National 
Assn. of Accident & Health Under- 
writers in a program of public relations 
and legislation. 

Members of the committee include G. 
H. Knight, recently elected president of 
th National ye a chairman; 
Charles B. Stumpf and E. F. Gregory, 
representing the National abeaessiion: 
Fred Grainger, J. W. Scherr, Jr., and 
G. A. L’Estrange, representing the con- 
ference. 


Expand Medical Service 


Plans, Krug Tells Doctors 

MADISON, WIS.— Unless _ physi- 
cians and their medical societies take 
the lead in devising a widespread system 
of broader medical care such as provided 
through prepaid insurance plans, ‘‘others 
less capable will provide the solution,” 
Julius Krug, Secretary of the Interior, 
declared in a guest editorial in the cur- 
rent issue of the Wisconsin “Medical 
Journal”, published by the Medical So- 
ciety of Wisconsin. Prepaid medical 
care, he wrote, is the only way to pro- 
tect large numbers of persons. He 
pointed out that according to a recent 
survey of the soft coal industry, coal 
miners were woefully lacking in good 
care, 

“That survey revealed that the qual- 
ity of medical service to miners was be- 
ing jeopardized by excessive demands 
upon physicians, poor clinical and hos- 
pital facilities, and a checkoff system of 
medical care that tended toward monop- 
oly,” Mr. Krug said, urging the substi- 
tution of prepaid medical care through 
medical societies. He urged medical 
societies to meet the challenge for 
broader medical care through some sort 
of prepaid system as the only feasible 
method of providing adequate medical 








States.” 


Organize at Little Rock 


Representatives of several offices 
writing accident and health insurance 
in Little Rock, have completed the pre- 
liminary steps in the formation of a 
local association there. 

A called meeting resulted in the elec- 
tion of temporary officers to effect the 
organization. Sterling R. Cockrill, Cock- 
rill Insurance Agency, representing 
Continental Casualty, was elected presi- 
dent; I. J. Elrod, American Republic 
Life, vice-president and Charles C. 
Campbell, W. M. Apple & Co., secre- 
tary-treasurer. 

The first group of memberships al- 
ready has been submitted to the na- 
tional office but efforts are being made 
to build up a much larger charter mem- 
bership before permanent officers are 
selected. A definite program of activi- 
ties will begin in the fall. 


ASSOCIATIONS 


Trotter Sets Up 5-Point 


Program in Missouri 


A five-point program for the Mis- 
souri Assn. of Life Underwriters has 
been outlined by President J. Frank 
Trotter, Mutual Life, Kansas: City. 

1. Full support toward obtaining leg- 
islation to permit investment in lite in- 











surance by guardians and_ trustees. | 
Ralph D. Lowenstein, Massachusetts 
Mutual, St. Louis, has been appointed 


chairman of the law and legislation com- 
mittee. 

A caravan committee, headed by 
Cliics Maltby, Equitable Life of Iowa, 
Kansas City, to visit various local asso- 
ciations in cooperation with the Na- 
tional association. 


3. Under the ria yi age _ W. W. Dil- | 


lener, New York Life, St. Joseph, first 
vice-president, a spec nin membership 
committee has been created to cover the 
territory outside of the regular local as- 
sociation points of activity. 

4. A broad educational program to 
be inaugurated under the leadership of 
Dick Bennett, Reliance Life, of St. 
Louis. 

5. A special committee will be formed 
to provide additional assistance to out- 
state local associations in the matter of 
guest speakers. 

Coordination of these objectives will 
be under the general direction of H. A 
Hedges, Equitable Life of Iowa, Kansas 
City. 


Committee Chairmen at 
Chicago Appointed 


Committee chairmen of the Chicago 
Assn. of Life Underwriters appointed by 


President C. E. Smith, Northwestern 
Mutual, are: Advisory council, H. R. 
Schultz, Mutual Life; agents’ compen- 
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$$ THERE ARE LOTS OF THESE DOLLARS $$ 
TO BE MADE WITH OUR GENERAL AGENT'S CONTRACT! 


We Believe THE SMALLER CITIES OFFER THE BEST 
OPPORTUNITIES FOR YOUR SUCCESS .... 


Attractive Territory Available In 


KENTUCKY 
LOUISIANA 


For further information write to J. DE WITT MILLS, Supt. of Agents. 
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Alexander & Co. (Penn Mutual); busi- 
ness practice, H. C. Hunken, Connecti- 
cut Mutual; by-laws and resolutions, 
R. S. Edwards, Aetna Life; community 
fund; N. D. Phelps, Northwestern Mu- 
tual; relations with attorneys, credit 
men, C.P.A. trust company and chamber 
of commerce, C. B. Tuttle, Mutual Ben- 
efit; education — sales forum, G. 
Brown, Penn Mutual; finance, E, M. 
Schwemm, Great-West Life. 

Legislation, R. R. Reno, Equitable 
Society; library-movie promotion, Mrs. 
Louise Scott Konsberg, Massachusetts 
Mutual; membership, W. Persons, 
Mutual Life, M. E. Levy, Metropolitan; 
National association affairs, J. H. Bren- 
nan, Fidelity Mutual; program, W. D. 
Davidson, Equitable Society; publicity— 
public relations, S. A. Kent, Prudential; 
reception, V. S. Larson, Berkshire Life; 
Red Cross, Julius Bogatz, John Han- 
cock, Isaac Curtiss, Travelers; regional 
meetings, George Fullman, Metropoli- 
tan, N. R. Brown, Prudential; sales con- 
gress, Aubrey C. Peters, New York 
Life; speakers’ bureau, Wheeler Tracy, 
New York Life. 


Columbia, Mo.—New officers are: Presi- 
dent, Tom Taylor, Equitable Society; 
vice-presidents, Ezra Entriken, Metro- 
politan Life, and Charles Lynch, Equit- 


Life; state committeeman, Charles Lynch, 
Equitable Society, and national commit- 
teeman, Ezra Woodbury, General Amer- 
ican Life. 

Jamestown, N. Y.—T. Merrell Palmer 
is the new president, succeeding John 
Hudson. He formerly was secretary- 
treasurer. William H. Dabe is vice-presi- 
dent; E. W. Switzer, secretary, and 
Charles H. Bucy, treasurer. 

Chester R. Norman, regional director 
of the Social Security office, spoke, fol- 
lowed by an open discussion period. 

New Orleans—New president is Seth 
W. Ryan, Guardian Life. Carlos F. Can- 
gelosi, New York Life, is vice-president; 
Guy J. LeBreton, Metropolitan, secretary; 
William, F. Grace, John Hancock, trea- 
surer, and J. W. Smither, Jr., Union Cen- 
tral, national ees Hype 


Northeast Nebraska—C. Wehrer, oy 
physical director Los yah Y.M.C 


spoke on “Juvenile Delinquency,” at on 
July picnic in Ta-ha-douka Park. M. E. 
Wolfe, president, presided. 

Springfield, Mo.—Officers elected are: 
President, Perry W. Frasier; vice-presi- 
dents, Everett C. Coffelt and C. W. Tar- 
rant. 

Sedalia, Mo.—New officers are: Presi- 


dent, Tom Yount, Business Men's Assur- 


ance; vice-presidents, L. J. Brown and 
Abe Silverman, New England Mutual; 
secretary, Harold Hausam, Mutual Life: 


treasurer, W. P. Hurley, State Farm Life. 








What Can Proper Training 
Do for the Average Agent? 





















































UR “YOU, 


... a look at the record 





gave us the answer! 





INC.” TRAINING PLAN drives toward 


two objectives over and above the perfection of 
basic selling skills: (1) early development of a long- 
range, career attitude toward the job, and (2) early 
development of sound habits of time and budget control. 
We feel that these fundamentals must always be the cor- 


nerstones of lasting success. 


How has this philosophy worked out in practice? 
Among those completing their first three months of 


training under our “You, Inc.” 


plan, average written 


production has been $78,777; average written produc- 
tion during the first year, $316,160! 


On the basis of these resulis, we earnestly believe that 
more attention to the establishment of a “career con- 


cept” of the job and “ 


‘career habits” in the field will help 


an average trainee achieve above-average success. 


@ This is the fourth in a series 
of advertisements present- 
ing ONB company’s opinions 
on the subject of “career 


underwriting.” 


A Company of CAREER Underwriters * 
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Congratulations 


TO 1947 WINNERS OF 


NATIONAL QUALITY AWARD 


We especially congratulate the following men of our 
Company who received this recognition: 


Lloyd Johnson 
Edgar L. Jones 
Edward E. Fields 
Earl P. Andrews 
Ralph C. Hewitt 


F. E. Swearingen 


PROTECTIVE LIFE 


INSURANCE COMPANY 


WILLIAM J RUSHTON, President 
BIRMINGHAM, ALABAMA 


Florence, Alabama 
Charlotte, N. C. 
Mobile, Alabama 
Montgomery, Ala. 


Florence, S, C. 
Pine Hill, 


Alabama 
Robert W. Bishop Guntersville, Ala. 


Hartselle, Alabama 
Birmingham, Ala. 


P. W. Williams 
Walter Puckett 
Clinton B. Haines Birmingham, Ala. 
Robert M. Goodall Birmingham, Ala. 
Herbert J. Baum 
Charlie Cole 

A. L. Bell 


Birmingham, Ala. 
Jasper, Alabama 
Mobile, Alabama 
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ENDOWMENT ANNUITY 


at Same Rates as for Men... 
and wth 


Same Benefits? 
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INSURAN 
. of NEW YORK, 
120 West 57th Street, New York 19, N.Y. . 
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AGENCY MANAGEMENT 





General Agent 


Must Build 


Prestige for His Producers 


CINCINNATI -- It is up to the gen- 
eral agent to fight aggressively for, pay 
for, and obtain publicity and prestige for 
his producing agent, John A. Hill, gen- 
eral agent of Aetna Life, Toledo, told 
the Cincinnati Associated Life General 
Agents & Managers. He should not 
wait until he is driven by some com- 
petitor to do it or wait until the agent 
brings it up, but the general agent or 
his supervisors should be “staying awake 
nights” thinking up some way to make 
a successful agent be known as the suc- 
cessful worthwhile citizen he really is. 

His agency, he stated, works with 
ordinary human beings with the thought 
of getting better than average results 
from average men. To secure this, where 
a man “plays a little over his head,” it 
is necessary to have planned activity, 
practical prestige building for both the 
men and the agency and intensive ef- 
fort to build and hold morale at a con- 
stantly high level. Planned activity 
builds successful men but the general 
agent can’t build successful men without 
a successful sales track to run on, 
which he said is a planned sales talk. 


Two Main Sales Instruments 


The primary sales instrument is the 
estate control. About three quarters of 
the full time men in the agency use it 
also as their primary sales tool. The 
agency constantly resells, advertises, re- 
trains, talks about and pushes estate 
control, which accounts for about one- 
third of its business by volume. 

The secondary plan is the thrift plan 
used for new men and as a morale build- 
er in time of slump. This is respon- 
sible for a small but highly important 
percentage of the business. Mortgage 
insurance and business insurance are 
important mainstays. In each of these 
fields a standardized approach and sales 
talk are used. The agency has required 
the preparation of a plan book by each 
man since 1938. They are made up be- 
tween Christmas and New Year and 
include the family budget for the new 
year. The agency has used an agency 
plan book since the same year. 


Has Daily Conferences With Men 


Mr. Hill said he accomplishes most 
through daily conference with as many 
men as possible on every subject from 
personal health to accident prospecting, 
‘always trying to make sure he has his 
fingers on the pulse of his money and 
the expenditure of his time. Quotas 
are an essential part of the operation of 
the agency, which has used them since 


- 1938. 


Home Office School Valuable 


Nearly every full time man in the 
agency over a year has been to the home 
office school and there are now 14 
graduates of the school. The men are 
in the field at least six.or eight months 
before they are sent to the school. The 
school not only saves money in the 
training program but it is also the great- 
est single recruiting instrument, he 
‘said. When the school was briefly dis- 
continued it “took the heart right out 
of our recruiting sales -talk.” 

The agency holds many contests and 
a month in which such a contest is not 
held is almost unheard of. The men 
occasionally complain, but they all ad- 
mit it stimulates production, he said. 
The agency budgets its contest expense 
at the rate of $1 per $1,000 of expected 
new business at the beginning of the 
new year. In the past two years this 
has been exceeded, but he said he con- 
sidered it a “top notch” investment. 
This year $5,000 has been budgeted for 
this purpose. 

The agent must be making financial 
progress in not worrying about unpaid 
bills; he must be having fun during his 


work and he must be given some “ego” 
recognition constantly. Often this ig 
more necessary for the agents making 
large incomes. Mr. Hill ‘said he does 
constant joint work with the men in the 
territory, trying to give each full time 
man at least a day a month with no 
splitting of commissions. The men are 
trained to ask for help when needed and 
not a single man is bashful in that re. 
gard. More often this consists almost 
entirely in listening in on the interview 
and offering suggestions after the in 
terview itself. 


Group Big Prestige Builder 


Group insurance is probably the great- 
est prestige builder in the agency and 
the list of group policyholders is used 
in many ways to bring attention to the 
agency. Mr. Hill said he had used the 
list to develop friendships among the 
executives of many of the companies 
when he first went to Toledo. 

It is not difficult to attract recruits 
to a successful agency. 

The agency uses an organized selec- 
tion talk from a recruiting book which 
takes about 20 minutes. All prospective 
agents are given the aptitude test and 
the Strong vocational guidance test has 
been used since 1937. The applicant 
must have at least a B rating and no 
man vet hired has been a success who 
scored below a B. 





The Austin (Texas) Life Agency 
Cashiers Assn. had as speaker Edmunds 


Travis, former editor of the Austin 
“Statesman,” who reviewed the history 
of Austin. 





AGENCY NEWS — 


Celebrate Cook Agency's 
10th Year at Dinner 


The 10th anniversary of the Paul W, 
Cook agency of Mutual Benefit in Chi- 
cago was observed at a dinner. C. § 
Minor, who has been with Mutual Ben- 
efit for 25 years, was master of cere 
monies. Tyrole Wilson, another 25-year 
man, presented a gift to Mr. Cook on 
behalf of the agency. A. S. Ingersoll, 
cashier of the service office, spoke on 
Mr. Cook’s successful career as agent 
for 25 years and as general agent for 
10 years. Mr. Cook June 30 completed 
his administration as president of the 
Chicago Assn. of Life Underwriters. 











Aristaett Agents Campaign 


A sales campaign is being conducted 
py the E. C. Anstaett general agency 
of Girard Life, Columbus, in which the 
agents are seeking to qualify for an 
agency outing trip in September to 
Eagles-Mere, Pa. Various special awards 
also are being offered including “prog: 
ress” and “campaign” cups. 





The Kansas and northern Oklahoma 
agency of Business Men’s Assurance, 
headed by Bert A. Hedges, Wichita, re- 
ports an increase of 1814% in the first 
six months. 


RECORDS 


MIDLAND MUTUAL—Paid for life in- 
surance in June increased 9.3% over June, 
1946. Total in force at the close of the 
first six months of 1947 was $176,434,11% 

Membership in the President Club and 
Leader Club for the year ending June 36 
was at an all-time high of 77, 18% better 
than in 1946. Heading the President Club 
were -Harold J.. Plack, Peoria gene 
agent, leading producer for the fifth 
straight year; S. Byrl Ross, general 
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agent at Parkersburg, W. Va., and Sam 
E, Smith, Fairmont, W. Va. E. B. Hamp- 
ton, Winston-Salem, headed the Leader 
Club, followed by W. E. Hitchcock, 
Cleveland, and Walter C. Hart, Cleveland 
eneral agent. The members of the two 
clubs paid for more than $13 million in 
the year just ended. 

Tice & Jeffers agency of Columbus, 
ohio, led with 14 qualifiers for the clubs. 
The Ross agency of Parkersburg had 11 
qualifiers. and the Sherer agency at 
Marion, O., had seven. 


PROVIDENT LIFE, N. D.—With June 
production exceeding that of any month 
in its history, goal of $75 million insur- 
ance in force was reached at end of that 
month. 


HOOSIER FARM BUREAU—New paid- 
for business for the first six months 
shows an increase of 63% over the same 
period of 1946. The total is $7,299,346 as 
compared with $4,475,390 for the first 
nalf of 1946. The average size policy for 
the first half of this year is $106 higher 
than in 1946. 











Finds Previous Selling 
Experience May Be 
Overvalued in Recruit 


The facts do not seem to justify as 
much faith in the value of a prospective 
agent’s previous selling background as 
is generally given the Manager’s Hand- 
book for July, a publication of L.I.A. 
M.A. declares. 

While granting that previous sales ex- 
perience ought to be “a substantial ‘plus’ 
factor” in recruiting, the article cautions 
the manager to find out with certainty 
what kind of success the man had in 
selling. The manages is urged to deter- 
mine, among other things, the following 
points : 

1. To what extent has the man been 
actually “on his own” in selling? 

2, If successful, was the man’s suc- 
cess due to a great demand for his prod- 
uct, or a wide competitive advantage 
over other salesmen in his®line. 


Type of Selling 


3. Was this sales job really one of 
persuading people to purchase, or one 
of assisting people who had already 
made up their minds to buy his product? 

4, Why did he leave his sales job? 

5. What does his manager say about 
his sales ability? 

The research which produced the apti- 
tude index justified giving an occupa- 
tional credit of only six points for sales- 
men of intangibles, and only four points 
for salesmen of tangibles. On the other 
hand, credits of 10 and eight points re- 
spectively are granted for executives and 
superior office workers. 

It is also pointed out in the article that 
in a recent survey of early performance 
among 2,000 newly appointed agents, 
former salesmen lagged behind recruits 
drawn from all walks of life with respect 
to production and survival. This was 
true of both ordinary and weekly pre- 
mium agents. However, the experience 
of one combination company is that the 
best source of successful debit men has 
been route salesmen. 

“These results,” the article asserts, 
“provide food for thought. They sug- 
gest that selection of azents from among 














56th Year of Service 
to the People of New England 











men with previous sales experience 
stands in need of some refinement.” 





Group and Pension Plan 
for Northern, Wash., Agents 


A fourfold security plan for full time 
agents of Northern Life of Seattle was 
announced at the recent convention of 
that company. This includes group life, 
group A. & H., group hospitalization 
and a pension program granting life 
time income commencing at age 60 and 
65. The company is standing the entire 
cost. The announcement was greeted 
enthusiastically by the field force. 

In reporting that convention in the 
July 25 edition, THE NATIONAL UNDER 
WRITER was in error in stating that un- 
der A. & H. contracts partial disability 
indemnity has been increased 50%. The 
action that Northern Life has taken is 
to increase partial disability benefits to 
50% of the total disability benefits. 
While Northern Life has always paid 
50% on its A. & H. forms, on its acci- 
dent forms it has followed the bureau 
and paid 40%. 





Union League Gathering 


At the luncheon of the insurance 
membership group of the Union League 
Club in Chicago Wednesday the chief 


address was made by Werner W. 
Schroeder, Republican national com- 
mitteeman from Illinois. P. C. Rathje, 


recently elected president of the Union 
League Club, was present. He is presi- 
dent of the Chicago City Bank & Trust 
Co. Commissioner McKenzie of Arkan- 
sas was the guest of A. N. Guertin, ac- 
tuary of American Life Convention. 
Frank Spakman, consulting actuary of 
Philadelphia, who is actuary of the Ar- 
kansas department, was also his guest. 
Another was R. G. Stagg, vice-president 
and actuary of Northwestern National 
Life. W. R. Arrington, vice-president 
and general counsel of Combined Mu- 
tual Casualty of Chicago, who is a mem- 
ber of Illinois legislature, also attended. 





Make Farm Loan Survey 


NEW YORK—Alexander E. Patter- 
son, president of Mutual Life, and O. 
M. Whipple, vice-president and manager 
of investments, have completed a week’s 
survey of the company’s investments in 
farm and ranch mortgages in the south- 
west. Mutual Life returned to the farm 
mortgage investment field in 1945 after 
a 50-year lapse. It now has about $2 
million invested in farms and ranches in 
Iowa, Colorado, New Mexico and Okla- 


homa. These are the only states in 
which the company has farm invest- 
ments. Mutual expects to enter Illinois 


and Indiana shortly with farm invest- 
ments in other states following. 


Policy Loan Trend 


Life insurance policy loans have 
shown a slight upward trend since the 
start of the year, according to Institute 
of Life Insurance. At the end of May 
the total stood at $1,881 million, an 
increase of $6 million during the 
month. The outstanding aggregate loan 
figure reflects both new loans and re- 
payments. 








Negotiations Break Down 


WASHINGTON — Negotiations to- 
ward settlement of a strike of agents of 
Peoples Life of Washington have 
broken down. A joint conference of 
representatives of the company and of 
the agents’ union with Labor Depart- 
ment Conciliator O’Byrne resulted in no 
progress, it was reported. Further ne- 
gotiatons are subject to call of the con- 
ciliator. 

A company representative reported 
the strike “disintegrating” as result of 
withdrawal of some agents’ resignations 
and return of strikers to work. All 
debit books have been returned to the 
company, it was stated. The nature of 
picketing of company offices has 
changed somewhat. 








DID YOU KNOW 


that the wide facilities and excellent 
service of the Manufacturers Life include: 


DOUBLE FAMILY IN- 
COME BENEFIT ($20 
monthly income per $1000) 


MORTGAGE REDEMP- 
TION PLANS — geared to 
F.H.A. 


PENSION TRUSTS — with 
Life Insurance or 100% on 
Deferred Annuities 


UP TO $200,000 SINGLE 
PREMIUM on Life, End. 
and Annuity Plans 


LOW TERM RATES on 5, 
10, 15, 20 year and One Year 
Renewable Plans 


FAMILY INCOME TO AGE 
65 — also regular 10, 15 and 
20 year F.I.B. 


INSURANCE ON SE- FOREIGN TRAVEL and 
LECTED DIABETICS RESIDENCE COVERAGE 
PARTICIPATING and NON- 


PARTICIPATING RATES 


INSURANCE IN FORCE 969 MILLION DOLLARS 
(Including Deferred Annuities) san 


ASSETS, 330 MILLION DOLLARS 
THE 


MANUFACTURERS 
INSURANCE LIFE COMPANY 


HEAD OFFICE ° TORONTO, CANADA 
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| PEOPLES LIFE INSURANCE COMPANY 





ECONOMICAL 


That's Only Half the Story! 


Life Insurance is not only a good invest- 
ment but the greatest of bargains. It is 
the only investment that can be purchased 
in large amounts on a long time payment 
plan without interest charge. It is man's 
guarantee of success to the end of his days. 


We, the Directors of the Peoples Life In- | 
surance Company, are proud that we have: 
had a share in the building of the great 
institution of Life Insurance and pledge 
ourselves to carry on, through the future 
years, the same high standards of this great 
institution. 











If you are interested in placing the greatest 
of investments in the hands of your fellow- 
man, you will find it pays to be friendly 
with 
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“The Friendly Company” 


FRANKFORT INDIANA 
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Gleaner Life 
Group Gets 
Intensive Schooling 


Culminating a six months’ study 
course in “The Essentials of Life Un- 
derwriting,” 36 managers and agents 
of Gleaner Life met in Detroit for a 
week of review and instruction. This is 
the first group to complete the first 10 
units of the Diamond Life Training 
Course for Agents. 

Field Superintendent H. H. Hough 
commencing this year provided all 
managers and agents with the study 
course including study books, free of 
charge to all that qualify. This is part 


of the program for developing trained 
agents. New agents will be required to 
subscribe to the course and complete it 
as part of their training. 

The week started off with a banquet 
at which prizes were awarded the high 
producers for the first six months. 
Members of the Hundred Thousand 
Club then held a meeting with the di- 
rectors and Mr. Hough in President 
Ransford’s suite. 

Throughout the rest’ of the week the 
school bell rang promptly at 8:30 each 
morning. 

Miss Ada Maxwell, assistant actuary, 
presented a paper on “The Fundamen- 
tals of the Life Insurance Contract” and 
reviewed the method of computing mor- 
tality and reserves. 

Austin Edwards of THE NATIONAL 








YOUR CHOICE 
Of the following 
PREFERRED RISK POLICIES 


ORDINARY LIFE 
20 PAYMENT LIFE 
ENDOWMENT AT 65 
LIFE PAID UP AT 65 
Minimum Amounts $2,500 


* * kK * 


General Agency Openings in 
ILLINOIS — INDIANA — MINNESOTA 


RELIANCE MUTUAL 
LIFE INSURANCE COMPANY 


of Illinois 
NORMAN B. ANDERSON, Supt. of Agents 


105 W. MADISON STREET 


CHICAGO 


An Old Line Legal Reserve Company 














One of America’s 
Leading Fraternal 
Life Insurance 


Societies 


Arp ASSOCIATION for LUTHERANS 
APPLETON, WISCONSIN 





UNDERWRITER, representing the publish- 
ers of the Diamond Life course, pro- 
duced statistics showing that the agents 
who have completed their training 
course have increased their production 
on an average of 24%. 

John Little, field manager and actuary 
for Maccabees, gave talk with films 
showing the agent being trained and 
afterward in making his approach and 
presentation. 


Tom Hertsberg Speaks 


At luncheon Tom Hertsberg, presi- 
dent of Field Managers Assn. of Na- 
tional Fraternal Congress, congratulated 
the society and agents on the training 
program. 

J. Lee Strachan, chairman of the 
board, presented a paper on the aims 
and objects of Gleaner Life. 

Assistant Secretary William Hayward 
reviewed the provisions of the agent’s 
retirement fund, just started. 

Miss Mabel Clare Ladd, director of 
publicity, urged agents to revive interest 
in lodge meetings, and presented sug- 
gested programs. 


President Ransford’s Message 


President R. G. Ransford addressed 
the final session. He pointed out the 
power for good of the fraternals in 
local communities and he urged the men 
to revive the meetings and make of the 
Gleaner groups a vital center of in- 
fluence. 

Mrs. Gladys Simpson, secretary of the 
field agency, who had graded the papers 
and presented the certificates of comple- 
tion, which are in the form of an intro- 
ductory card from the society attesting 
that the holder is an official representa- 
tive of the society and is a qualified 
field man. 





Harlie Spencer Gleaner 
Life Michigan Manager 


Harlie Spencer, formerly of Peru, 
Ind., has been appointed state manager 
of "Michigan for 


Gleaner Life. 

Mr. Spencer has 
been engaged in 
fraternal insurance 
work 11 years, 
as manager. 
goes to Gleaner 
Life from 3% years 
in war work as 
deputy collector of 
internal revenue. 

Mr. Spencer did 
graduate work in 
insurance at Pur- 
due University. He 
met the Gleaner 
directors, the other state managers and 
the top ranking district managers and 
agents at the school of instruction just 
completed in Detroit. 

Mr. Spencer expects to make his head- 
quarters at Jackson. 


Hall Elected Councilor 


of Junior Order 


A. M. Hall of Kentucky was elected 
national councilor of Junior Order 
United American Mechanics at the con- 
vention held recently in Richmond, Va. 
He succeeds W. H. Murphey, Virginia. 

Other new national officers include: 
M. D. Collins, Georgia, vice-councilor; 
Mr. Murphey, past national councilor; 
James L. Wilmeth, Virginia, secretary; 
R. E. Garrett, Ohio, treasurer; J. C. 
Kabler, Pennsylvania, conductor; L. E. 
Moore, Tennessee, warden; Golden Ad- 
kins, West Virginia, inside sentinel; C. 
B. Smith, Rhode Island, outside senti- 
nel Rev. L. B. Scarborough, North Car- 
olina, chaplain. 

Miami was chosen for the next bien- 
nial session in 1949. 

The society took action increasing 
nonmedical life insurance limit between 
ages 16-35 to $3,000; requiring no medi- 
cal ages 35-45 for $2, 000 or less, subject 
to state statutes; authorizing issuance of 
20 year endowment; liberalizing the na- 
tional council law governing payment of 
benefits in event of death of a designated 





Harlie Spencer 





beneficiary to confirm to the statutes of 
Pennsylvania, and also liberalizing the 
society’s by-laws regarding investment 
of funds, following the Pennsylvania lay 
relating to investment of mortuary and 
reserve funds. 

Field men met for two days and C, D, 
Grant, production manager, presented 
applications totaling about $3 million, 

Among speakers in general sessions 
were Hill Montague, past president Na. 
tional Fraternal Congress and president 
Mutal Life of Richmond, Va., on the 
fraternal system and its purposes and 
accomplishments, and Congressman Eq 
Gossett of Teaxs, on important legisla. 
tion pending in Congress. 





Eiler Chief Executive of 
A. O. U. W. of Minn. 


Walter'Eiler, mayor of Cannon Falls, 
Minn., was elected head of A.O.U.W. 
of Minnesota at the recent convention in 
St. Paul. The other grand officers elect. 
ed are: Ellis Leslie, Mankato, grand 
foreman; Leonard Ostrom, Duluth, over. 
seer; Alton Duden, Red Wing, inside 
watchman; Fred Buisman, Milaca, out- 
side watchman. J. C. Heineman, Min. 
neapolis, junior past grand master work. 
man, elected to the board. 

D. A. Edblom, recorder, spoke on 
“Results, Positive Results.” An amen¢- 
ment to by-laws was adopted which 
makes insurance effective upon comple. 
tion of medical examination, payment of 
one month’s premium and issuance ofa 
binding receipt. In the past coverage 
did not apply until the certificate had 
been issued by the home office. Another 
by-law amendment requires that all cer- 
tificates be valued annually to determine 
that the society is maintaining not less 
than the full reserve required by the 
table upon which the net premium rate 
has been calculated. 


Rosberg Heads Svithiod; 
to Issue Hospitalization 


Holgar J. Rosberg, member of the 
state’s attorney’s staff at Chicago, was 
elected grand master of Independent 
Order of Svithiod at the annual meeting 
in Chicago. He succeeds Gustav E 
Johnson, Eric Caleen, Minneapolis 
vice-grand master; Otto Hanson, sec. 
retary-field manager, and H. A. 
Jonsson, treasurer, were reelected, and 
two new directors were elected: Althea 
Bergland, Minneapolis, vice-president 
Minnesota Fraternal Congress, and 
Samuel Peterson, Chicago. Other direc: 
tors were reelected. 

It was voted to begin issuing hospi- 
talization insurance, which will be it 
indemnity limits of $5 daily for 30 to 6 
days, with $70 for incidentals. Duluth 
was selected for the 1948 convention. 








Report on Fidelity Life 

Fidelity Life of Fulton, Ill., at Dee. 
31, 1946, had assets of $14,327,882, con 
tingency reserve $692,509 and unas 
signed funds $626,582, according to the 
report of a convention examinatiol 
by Illinois and Texas. Examiners statt 
that the cash position is well mait 
tained and surplus funds are being cut 
rently invested in a diversified selection 
of marketable securities. 
erations in each of the four years under 
review have continued profitable. Legit: 
imate claims are paid promptly in at 
cordance with the terms of the certif- 
cates. President is Walter C. Below 
and secretary, Frank W. Hough. 


Insurance Op-§ Box 
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There were 62,456 benefit certificates 
in force for a total of $57,278,212. 
these, 44,898, for a total of $45,408,043, 
were in the adult department and 17,538 
for $11,870,169 were juvenile. 
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Wind Up N. W. Mutual Agents’ Rally 


(CONTINUED FROM PAGE 3) 





sions, Loo,” Viggo Brock, Battle Creek, 
[a., district agent, gave a retirement in- 
come presentation for farmers that has 
been responsible for substantial farm 
sales. Like a professional man and 
other self-employed persons, the farmer 
must provide for his own pension. Life 
inurance offers him that opportunity, 
Mr. Viggo said, and the agent should 
stress that to build a pension out of 
profits it should be done in good times 
when funds are available. 

Winding up the round table was Roe 
Walker, district agent at Bloomington, 
Ill, who started as a part-time agent 
while a school teacher and then went 
on a full-time basis. In the last agents’ 
year, he personally paid for over $1 mil- 
lion and his district paid for $3,261,620 
to become the company’s No. 1 district 
agency in volume. He described his 
successful methods of selling the small 
town business man and farmer, where to 
find prospects, developing the sale, mo- 
tivating and closing. He urged describ- 
ing the policy as actually representing a 
tangible thing, such as protecting the 
home or new barn with its mortgage, 
proving earned leisure, and other per- 
sonal applications. 


Millett Discusses Taxes 


An advanced’ underwriting round 
table, with J. R. Guy, New York, as 


chairman, featured a talk by Paul F. 
Millett of Spindell & Millett, Chicago, 
on “Estate Planning In Action.” He 
also conducted a discussion period in 
which agents brought up_ individual 
problems of cases involving estate taxes 
and estate planning, inheritance gift and 
income taxes, business accountancy and 
business law. 

Mr. Millett discussed current develop- 
ments in taxation and other factors 
which make for sales opportunities in 
these fields today. These various federal 
laws have given the life insurance sales- 
man valuable tools, he said. Through 
the use of case illustrations he showed 
how these tools might be employed to 
the agent’s profit. The income tax, he 
said, is the best tool the underwriter 
has. With it, it is possible to give the 
client his life insurance for nothing. 
Special opportunities of the day, con- 
victions that count, the reasoning be- 
hind these convictions, the underlying 
belief and the facts on which to base 
faith in the company, were discussed 


WANT ADS 


A REAL OPPORTUNITY FOR 
GROUP MEN: 
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Territorial op gs for Pp t group repre- 
sentatives with headquarters in Chicago, Wash- 
ington, Philadelphia, St. Louis, Atlanta and 
other cities; attractive basic salary and terri- 
torial sales incentive bonuses paid: male col- 
lege graduates with group selling experience 
preferred: give age, height. weight and other 
personal information, educational background 
ad previous busi cti Kodak pic- 
ture helpful; our organization knows of this ad. 
Box M-69, The National Underwriter, 175 W. 
Jackson Blvd., Chicago 4, Illinois. 
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objectionable. 22 years successful record with 
multiple line insurance. Age 52. Good Health. 
Free to negotiate. Good references. Prefer 
Texas or Southwestern territory. Address Box 
M-79, The National Underwriter, 175 W. Jackson 
Blvd., Chicago 4, Illinois. 
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WANTED GENERAL AGENCY 


in Middle Western town of not over 100,000 
Population. 


Successful Sales and Recruiting 
rd. Amount of Insurance in Force Impor- 
under con- 
ddress Box 


ct. References on request. 
. The National Underwriter, 175 W. Jackson 








at the closing session. Speaking on 
“There Is a Significant Difference,” 
Glenn B. Dorr, general agent Hartford, 
discussed the low net cost of North- 
western Mutual insurance. 

Public Policy-Conscious 

“We know that the public is more life 
insurance conscious today than ever be- 
fore,” he said. ‘Realizing that life in- 
surance is just about the one and only 
basic answer to the problems of old age 
and premature death, the public is study- 
ing and buying life insurance more than 
ever before. 

“Colleges are including life insurance 
in their curricula; young America will 
not be fooled and blindly buy.” 

The viewpoint of the trustees was 
presented to the agents by W. P. With- 
erow, president Blaw-Knox Co., Pitts- 
burgh, a _ nationally known _ business 
leader. 


MEMORIAL TO CLEARY 








M. J. Cleary, the late president of 
Northwestern Mutual had the same 
characteristics of ‘integrity, tremendous 
strength, competence, stability and 
friendliness that the company has, Her- 
man Duval, veteran New York agent, 
said in a memorial to Mr. Cleary which 
he read. 

“So we believe our company has 
something that we may call a soul, and 
we ‘believe also that whatever this 
there will never be a more complete or 
a truer expression of it than was found 
in the person and character of Mr. 
Cleary.” 

Mr. Cleary always was fair and square. 
That quality in the company assures that 
all who have relations with it will be 
fairly dealt with. Mr. Cleary had great 
strength; he led the fight against the dis- 
ability income provision, Mr. Duval said, 
when that feature was offered by all 
the major companies. Strength in North- 
western Mutual is the quality by which 
it is assured obligations will be met and 
problems faced and overcome. Mr. 
Cleary never faltered; he had the cour- 
age of his convictions. 


Analyzes Other Attributes 


Competence is the quality that guar- 
antees continuing high standards of per- 
formance. Mr. Cleary was most compe- 
tent, Mr. Duval said. He rose to be 
one of the leading insurance commission- 
ers, and president of N.A.I.C., just as 
later he rose to head the company. He 
“knew what it was all about.” Mr. Duval 
commented that stability assures the 
company will maintain an even keel and 
not have its established course altered 
by a sudden vagrant wind. “Mr. Cleary’s 


is, 





| 





stability was a source of inspiration and | 


wonder. 


strain, yet throughout—to his associates, 
to us, and to the business world—he 
showed only calmness and confidence in 
the face of 


every new situation. His 
hand on the helm was a steady one. 
“Friendliness is the quality which 


helps us to embody the warmth and un- 
derstanding we seek to bring to those we 
individually serve. Mr. Cleary was the 
soul of friendliness. We will never un- 
derstand how he knew so many of us 
by name. We will never 
smile, the personal word, and the grip 
of the hand on the shoulder. 

“It was part of his quality that he be- 
longed to us, to all of us, in a curiously 
personal way. 


Basis of Public Contacts 


“As agents of the Northwestern Mu- / 


tual we come in contact with many peo- 
ple—well-to-do, and not so well-to-do; 
little, medium, and big. We meet them 
and talk to them at the level on which 
all human beings are akin—that com- 
mon level where each in ‘his own way 
is trying to give expression to his love 


V No man in his position could | 
face the pyramiding problems of the | 
past 15 years without incalculable inner | 


forget the | 





for his wife and for his children—that 





ls it your ambition 
to become a General Agent? 


Then you'll want to know about our 
plan for the development of a success- 


ful General Agent. 


A well-rounded, effective training 
course, it is conducted by men experi- 
enced both in organization and selling 
... helping the General Agent develop 
“career” underwriters and _ build 
profitable Agency. 
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Life Insurance in Force — $107,076,646 
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| | ACTUARIES 


CALIFORNIA 


Barrett N. Coates 


COATES & HERFURTH 
CONSULTING ACTUARIES 


660 Market Street 437 S. Hill Street 
SAN FRANCISCO LOS ANGELES 























ILLINOIS 

DONALD F. CAMPBELL | 
and 

DONALD F. CAMPBELL, JR. 


Consulting Actuaries and Public Accountants 


188 W. Randolph St., Chicago 1, IIl. 
Tel. State 1336 




















WALTER C. GREEN 
Consulting Actuary 
211 W. Wacker Drive 
Chicago 
Franklin 2633 | 

















HARRY S. TRESSEL 
Certified Public Accountant and 
Actuary 
1o S. La Salle St., Chicago 3, Ill. 
Associates 
M. Wolfman, F. A. I. A. 
N. R. Moscovitch, A. A. I. A. 
W. H. Gillette, C. P. A. | 


Franklin 4020 




















INDIANA 








Haight, Davis & Haight, Inc. 
Consulting Actuaries 


| 
FRANK J. HAIGHT, President | 
Indianapolis — Omaha | 

















MICHIGAN 


NELSON, SCHLEH & 
BORCHARDT 


Consulting Actuaries, Auditors and 
Accountants 
911 Kales Building, 76 W. Adams 
Detroit 26, Michigan 

















NEW YORK 
Established in 1865 by David Parkes Fackler 


FACKLER & COMPANY 


Consulting Actuaries 








8 West 46th Street New York 
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Auditors and Accountants 


Wolfe, Corcoran and Linder 
116 John Street, New York, N. Y. 
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FRANK M. SPEAKMAN 
CONSULTING ACTUARY 
Associate 
E. P. Higgins 
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humbling level where all men ponder 
the immutable fact of death and seek 
to create a measure of immortality, of 
reaching beyond death to provide. 

“We say to the wife and children 
of Mr. Cleary—to Bonnie Blanchard 
Cleary, and to Catherine, and Betty, 
and Jim—your husband and father, as 
our leader and friend, helped us im- 
measurably to be effective on that level. 
And in doing so, we believe, has him- 
self achieved an immortality that is 
given to few on this earth.” 

Attendance taxed the capacity of fa- 
cilities. Joint sessions were held on sub- 
jects of common interest to the agent 
and sales clinics gave agents opportunity 


to participate in selected fields of 
activity. 
Luncheon for Women Agents 

An innovation was a luncheon for 


women agents, at which Mrs. Ann Lis- 
ton, special agent Cramer agency, South 
Bend, presided. She was the top woman 
producer in Northwestern with over 
$500,000 in the agents’ year. 

The “friendship” luncheon for agents 
of less than three years was attended 
by an overflow. The session continued 
into the afternoon, with John Mage, Los 
Angeles, standing committee chairman, 
as chairman, and the officers as hosts. 
Dan A. Kaufman, Indianapolis special 
agent, spoke on “The Life Underwriter 
As a Businessman,” and discussed the 
key points of financial management. 
Practical suggestions and directions for 
continued study and development were 
presented by H. W. Gardiner, educa- 
tional director of Northwestern, in a 
talk on “Where Do We Go From 
Here?” He discussed needs and inter- 
preted facilities available for personal 
development and announced some details 
of the new Northwestern advanced 
course. 


Other Speakers in Session 


“How to Get An Application on the 
First Interview” was discussed by R. F. 
Clendenin, Louisville general agent, who 
explained the ledger statement presenta- 
tion. H. Rumph, Atlanta special 
agent, spoke on “A Modern Retirement 
Income Program” which he has devel- 
oped successfully. Experiences in sale 
of insurance to women since return 
from service were related by L. T. 
Stearn, Minneapolis, who has averaged 
nearly 40 lives a year on women and an 
average policy of nearly $5,000. He 
normally also writes about 100 lives a 
year on men. As the result of writing 
insurance on women in business and 
professions, he has written additions on 
professional men who employ women in 
their offices. 





Premium Guarantee Ended 


WASHINGTON—Signing a bill 
to repeal 175 wartime laws, President 
Truman ended at once the government’s 
guarantee of paying premiums on com- 
mercial life insurance policies carried 
by members of the armed services. This 
guarantee was given under the soldiers 
and sailors civil relief act. 

Under that law the government guar- 
anteed payment of premiums on such 
policies by the policyholder, and ifthe 
latter did not pay up, the government 
would. In the latter event, veterans ad- 
ministration would hold the veteran con- 
cerned indebted to the government for 
the amount of premiums paid, and at- 
tempt to collect. 

Under the omnibus wartime repealer, 
GI education and job training must be 
started within four years: from July 25, 
and finished within nine years there- 
from. VA pays up to $500 for school 
expenses and up to $90 a month sub- 
sistence to veterans training on the job, 
for from one to four years, depending 
upon how long the veteran concerned 


was in service. ° 


O. A. Krebs Agency Outing 


The annual big-ten outing of the 
O. A. Krebs Agency of Aetna Life at 
New York was held at the Tamarack 
C. C. and featured golf, swimming, a 
cocktail party and dinner. 


Give More Boston 
Program Details 


(CONTINUED FROM PAGE 1) 


Club. In 1946 she became a director, of 
the club when her paid lives production 
was among the first 10 of all Canada 
Life agents in Canada and the U. S. 
In 1947 she qualified for the millionaires 
club of her company. She is president 
of the women’s section of Toronto Life 
Underwriters Assn. 

Mrs. Price entered the business with 
Equitable Society in 1922. In 1932 she 
became a C.L.U. In 1939-40 she quali- 
fied for the Women’s Quarter Million 
Dollar Round Table. In 1943 she 
joined the Robert L. Feldman agency 
of Union Mutual where she has com- 
plete charge in training and development 
of agency personnel. 


Miss Sundelson’s History 


Vera Sundelson joined Equitable So- 
ciety in 1933 and, in addition to her su- 
pervisory duties in the R. W. Sundel- 
son agency, has been a successful pro- 
ducer. For the past seven years she has 
qualified for her company’s production 
clubs. She is a graduate of University 
of Michigan and studied law at New 
York University. During the war she 
served as a field officer for national bu- 
reau of labor statistics. 

J. Jean Whitfield is a graduate of Uni- 
versity of Illinois, and entered the busi- 
ness with her present agency in 1943. 
In her first year she qualified for the 
$200,000 club of which she has been a 
member for the past five years. For the 
past two years she has been a member 
of the Women’s Quarter Million Dollar 
Round Table. 








Belknap Reviews Changes 
In Economic Structure 


Raymond H. Belknap, agency secre- 
tary of Occidental Life, in addressing 
the Santa Monica Assn. of Life Under- 
writers discussed the many changes tak- 
ing place daily in the economic struc- 
ture. New groups of buyers are coming 
into the market—old groups are leav- 
ing the market. There are just as many 
changes on the upsweep of the economic 
cycle as on the downsweep, he said. Al- 
though times are good, and sales com- 
paratively easy, agents should be con- 
stantly preparing themselves for the 
negative adjustment which is likely to 
come, 

There was a question and answer pe- 
riod revolving around changes that are 
taking place as a result of the Guertin 


legislation. Mr. Belknap pointed out that 
it causes many changes in practices a 
well as in valuations. He advised againg 
using the Guertin legislation as a sale 
argument for buying insurance noy 
Life insurance rates are not set by fay 
but reserve requirements are. 

He pointed out that there was a Very 
high percentage of gainfully employe 
people who are uninsured, as reveal 
by a study of Occidental’s group claip 
payments, as well- as those of othe 
companies. He urged that emphasis } 
given to the insurance needs of th 
average man, instead of putting to 
much emphasis on tax and other Spe. 
cialized insurance markets. 








Issues New Mortgage Plan 


Maccabees now will consider issuang 
of a special mortgage cancellation po}, 
icy to cover 10, 15, 20 or 25 year mort. 
gages. A reducing term form has beey 
approved especially for this purpog 
but Maccabees will issue any form coy. 
ering mortgages. 

The reducing term form has a cop. 
version clause under which the owne 
may convert at any time the amount ¢ 
term insurance then in force. This per. 
mits changing to a permanent form j 
the mortgage is paid up before the dat 
specified. 

The mortgage policy may be issue 
on a single premium basis so the owne 
may pay his whole premium at the tim 
of making the mortgage. These policies 
will be issued in multiples of $1,000, 

Premium rate, it is announced, wil 
be the lowest consistent with souné 
business practice. 

The face amount of the _ reducing 
term will reduce monthly to keep pace 
with the reducing amortized mortgage 
as monthly installments are paid. Al 
Maccabees life certificates are issued on 
a monthly rate basis. 


Butler Brokerage Chief 


Lyman L. Butler has been appointed 
brokerage supervisor of the J. P. Rob- 
bins agency of Manhattan Life in New 
York City. He joined Metropolitan a 
an agent in 1932 and spent the next ll 
years in New York and New Jersey 
with that company before going with 
Connecticut Mutual in 1943 in New 
York. 





Plan for Pa. Sales Parleys 


Pennsylvania Assn. of Life Under 
writers plans another series of state-wide 
sales conferences within the next year, 
it was announced by the executive com: 
mittee. Places and dates will be sched- 
uled later. 
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an address favorably known to millions of travellers 


Just a step from where you want to go—from the 


shopping, business, financial or theater districts. 
700 rooms—each with tub-shower combination 





and radio—comfortably appointed, immaculately 
maintained—and Maryland cuisine to delight the 
epicure. Convenient garage facilities. 


LORD BALTIMORE HOTEL 


H. Nelson Busick, Managing Director 
BALTIMORE AND HANOVER STREETS, BALTIMORE 3, MD. 
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The Famous ESTATE-O-GRAPH 


ANNOUNCES A NEW VISUAL SELLING SERVICE 








THIS FAMOUS visual selling service that has served 
America’s Life Underwriters so well for a quarter of 
a century is making news today! It has new color—new 
pictorial treatment—modern photography—but the 
same hard-hitting appeal that is so effective when used 
as a mailing piece or in an interview. 

You will want to be a subscriber today—especially 
when you hear the new low cost for the special 


ESTATE-O-GRAPH service. 


2 « 60 powerful 


VISUAL SELLING FOLDERS 


We have selected the 60 most popular EstaTsE-O- 















GrAPHs issued, bound them in a strong binder and 






made extra copies available immediately to all sub- 






scribers, at special low prices. Excellent for mailing 






to a selected list and for following up in the interview. 






NEW EDITOR 
The EsTATE-O-GRAPH is now under the 
direction of Roger Bourland, not only a 
successful advertising executive but with 
10 years of experience as a life under- 
writer. He knows the problems. of the 
life insurance salesman, and what he 
needs to meet these problems. 






























HERE'S WHAT YOU GET: 4 a k 
1. A new issue each month, with specially posed pictures, COUPON 
4-p ages, 8/2 x 11 inches, wih of withont your ows Pictorial Division, The Rough Notes Co., Ine, 
— ages sep 1142 N. Meridian, Indianapolis 6, Indiana 
2. The EstaTE-O-GRAPH binder for filing all new and ¢ : y 
former issues from which you may order any number of Gentlemen: 
copies on the following prospect groups: Please send me complete information about an EsTaTE-O- 
JUVENILE FARMERS GRAPH subscription, including the new VISUAL SELLING 
YOUNG MEN MEN OF WEALTH SERVICE that is included AT NO EXTRA COST. 
WOMEN PROGRAMMING 
PROFESSIONAL MEN BUSINESS INSURANCE POI isccenccnisisicenitslitnnapiiinsgiasanliniuothluhsiiiauiniaiiioeimauai 









— 37 DIFFERENT CLASSIFICATIONS — BI oc ccnaceencncnsesacensinnss AAs sssececceeassnniatepintdatiiieainn 


‘AS LOW AS $18.00 PER YEAR FE RTE SE EN Dis cca 
Special Group plan for General Agents, Managers and Companies 









File on the Home Builder Who Never Drove a Nail 


Up AND DOWN the streets of his town, Tom Farrell can 
point out attractive homes he has helped to build. 
Yet Tom is not an architect...not a building con- 
tractor...not a carpenter or a mason. He’s an Equi- 
table Society representative. 

These homes which Tom Farrell points out with 
such satisfaction were financed through the 
Equitable Society’s Assured Home Ownership Plan. 
Thanks to Tom, they’re protected against the two 
greatest threats to home-ownership—death and hard 
times. 

And Tom takes particular pride in the fact that 





Hear the official broadcast of the 
Federal Bureau of Investigation: 


TUNE IN ON “THIS IS YOUR FBI!” 


American Broadcasting Company 
EVERY FRIDAY NIGHT 











THOMAS I. 


——— 


PARKINSON, 


of all the Assured Home Ownership Plans he has 
written, not one mortgage has ever been foreclosed! 

Yes, selling life insurance provides more than a 
livelihood. It’s a good way of life, one that benefits 
the entire community. Safeguarding homes—edu- 
cating the good citizens of tomorrow— dignifying 
old age—bringing greater peace of mind to families 
everywhere—the Equitable Representative does a 
day’s work that is a source of daily satisfaction. He 
can be proud of the respect that is his as a member 
of a highly regarded profession and as a represent- 
ative of an institution like The Equitable Society. 


THE EQUITABLE 
LIFE ASSURANCE 


SOCIETY 
OF THE UNITED STATES 


President - 393 Seventh Avenue, New York I, N.Y. 








